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Albert Dodge 


President, New York State Association 
of Local Agents, Inc.—See Page 30 
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We have something to offer in the way 
of a general agency that is very attractive to 
find with an old, conservative life company. 
It will pay anyone interested to investigate. 


All communications confidential. 
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Wilmer L. Moore, President 


ASK US 


WHY our General Agents are making better headway than 
ever. It will pay you to investigate. 
For the calibre men wanted, we havea profitable contract. 


Alabama Louisiana Florida South Carolina 
Georgia Tennessee Kentucky Texas 


The Southern States Life Insurance Company 
ATLANTA, GEORGIA 























Concerning “Kicks” 


When one of our agents kicks 
about anything we look for a 
“short” in our service battery 
before an arbitrary comeback. 











Pennsylvania Surety 


Corporation 
PITTSBURGH, PENNSYLVANIA 






Joseph W. Ward, President 


























E. S. Albritton, Vice-President and Manager of Agencies 
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These “first readers” applaud, 
“DOWN TO BRASS TACKS,” 


the handy office reference-book on Direct-mail Advertising as a business’ 
builder for local Fire and Casualty agents. 


Cliff C. Jones, ex-President, National Assoc. Ins. Agents, (R. B. Jones & Sons’ Agency), 
Kansas City, Mo.: “ ‘Down to Erass Tacks’ has answered every question that has bothered 
us. Logical in its presentation, complete in its subject matter, practical in its-application to the 
insurance business, it will be welcomed by every aggressive insurance agent in the U. S. At, 
our firm meeting last night we changed our direct-mail system materially due to your book.” 


T. F. Horton, Vice-Pres., A. J. Love & Co., Genl. Agents, Omaha, Nebr.: “After start- 
ing the book, I was so interested, I could not leave it till I had read it all. Any agent who will 
read the book will find his enthusiasm aroused and that ought to mean increased commissions. 
We are going to call it to the attention of our many agents throughout Nebraska and Towa.” : 

Grover F. Miller, Miller Bros. Agency, Racine, Wis.: “Down to Brass Tacks’ is full 
of real meat. There are more practical ideas jammed between its covers than I have found 
in a score of other books and I have searched for something new that could be used in our 
office. This book should be on the desk of every live local agent in the country.” 








Lyle A. Stephenson, local agent, Kansas City, Mo.: “Last week I read ‘Down to Brass 
Tacks’. It is stripped of all bunk psychology; it is a real business-builder; and hits the nail on 
the head. Using one of your ideas, I mailed ten letters on which the commission return was 
$285. If one puts the contents of this book into practice in a practical manner, good results 
are inevitable.” 





THE SPECTATOR COMPANY, 


I enclose $2.85 for “DOWN TO brasS TACKS”. 1 want to learn how Direct Mail 
can be used as a Business-Builder. 


Name 


Address ..... 
“— 











Tue Spectator is published every Thursday by The Spectator Company, at 243 West 39th Street, New York, N. Y. Entered as second-class matter June 28, 1879, 
at the postoffice, New York, N. Y., under the act of March 8, 1879. Tue Spectator, Volume CXXIII, Number XX, November 14, 1929; $4.00 per annum, 














M 
sure 
wee 
was 
heac 
cont 
toa 

A 
Dea 
of t 
noo 
goo 
pre: 

Inst 
Lat 
reta 
He 
Ala 
T 
of 
que 
the 
be 
ann 


pri: 
Do 
for 
dan 


anc 
sec. 
W:z 


TE 











PES Hk 30 























HESE 



























ile 


Page 7 
1. New York Seminar 
Forecasts Business Boom 
- ‘Features of President’s Program 





Casualty 


Page 37 
Conway Report 
Leading Ten in Casualty 
Arbitration Board 
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Industrial Insurers Meet at Mobile 


Company Executives Who Formed the Organization 
Twenty Years Ago Revisit Scene 


Mosite, Ata., Noy. 11—The Industrial In- 
surers Conference is meeting in Mobile this 
week. Twenty years ago the first conference 
was held here, in the Cawthon hotel, which is 
headquarters for the present gathering. The 
conference has grown from a small beginning 
to a membership of thirty-one companies. 

Among early arrivals Monday were: J. L. 
Deal, president of the conference, and secretary 
of the Interstate Life and Accident, of Chatta- 
nooga, Tenn.; R. H. Dobbs, member of the 
good of the conference committee, and vice- 
president of the Industrial Life and Health 
Insurance Company, Atlanta, Ga.; W. R. 
Lathrop, chairman of this committee, and sec- 
Southern Life and 
of Birmingham, 


retary-treasurer of the 
Health Insurance Company 
Ala. 

There is a flurry of excitement in the lobby 
of the Cawthon hotel among delegates. The 
question of who will be the next officers of 
the conference is still in the air. This will 
be decided at Thursday’s session, too late for 
announcement in this issue of THE SPECTATOR. 

Entertainment features of the meeting com- 
prise a golf tournament, an oyster roast at 
Dog River, and the annual banquet scheduled 
for Wednesday evening to be followed by a 
dance. 

Prominent among the distinguished visitors, 
and early to arrive, was A. J. McAndless, 
secretary of the Lincoln National Life of Fort 
Wayne, Ind. 
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of First Conference 
By William Thornton 


When the conference was organized in 1909, 
industrial health and accident insurance was 
in the fore. More and more during the in- 
tervening years the companies have turned their 
attention to the writing of life and endowment 
insurance on the industrial plan, until this phase 
of the business is now of paramount interest 
to members. 

There is about an equal division of opinion 
among those present as to whether the recent 
break in the stock market will affect the 
business-writing and lapse—adversely or uot 
during the next few months. Some think it 
will and some think it will not. 


First Session 

Mostre, Ata., November 12.—The first ses- 
sion of the convention got under way this morn- 
ing, with representatives of twenty-two, or the 
thirty-one member companies answering the roll 
call. President J. L. Deal was in the chair. 

Secretary-Treasurer H. A. Bartholomew was 
prevented from attending by illness in his fam- 
ily, and E. T. Burr, actuary of the Durham Life 
of Raleigh, N. C., was elected to fill Mr. Bar- 
tholomew’s place temporarily. P. L. Hay, 
mayor of Moble, spoke a few words of wel- 
come to the delegates to the conference. J. W. 
Blevins, vice-president of the Interstate of Chat- 
tanooga, Tenn., responded., 

J. R. Deal, president of the Conference, and 
secretary of the Interstate of Chattanooga, said, 
in part, in his address: “In every business there 


comes a time of stock-taking, a time when we 
come to review the past, count and value the 
goods on hand, and plan for the future. It is a 
time of vain regrets, a period of depression, or 
else a time of satisfaction and joyous anticipa- 
tion. ‘ 

“At this, the twentieth annual meeting of the 

Industrial Insurers’ Conference, it is well for 
us to pause and take stock. Some of the speak- 
ers on our program will review the past, tell us 
of its trials and successes. Others will picture 
for us the future. Looking back over the years 
since I have been attending the meetings of the 
Conference, it occurs to me that this meeting 
should be one of satisfaction because of our 
progress, one of joy because of our successful 
accomplishments, and one of eager anticipation 
because of the future. May I say that it should 
be a season of serious reflection and careful 
consideration of the responsibilities which rest 
upon our shoulders? As Mr. Langley once said 
to us, ‘We are trustees, handling the funds of 
widows and orphans.’ We are self-appointed 
trustees, too, hence we have an almost sacred 
trust.” 

A. B. Langley, vice-president of the Caro- 
lina Life of Columbia, S. C., was prevented by 
business from attending the Conference. A 
telegram of felicitations from Mr. Langley was 
read. He is one of the “old guard,” as is C. A. 
Craig, president of the National Life and Acci- 
dent of Chattanooga, Tenn., who is present. 

(Concluded on page 47) 
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N his column of comment on Hartford 

stocks, A. E. Magnell, financial editor of 
the Hartford Daily Courant, recalls the story 
of how a New York insurance agent 
the late Franklin M. Farrel a life insurance 
policy for $100,000. The agent called on Mr. 
Farrel immediately following a panic in the 
market much similar to the present one—or 
is it over now? At any rate, Mr. Farrel sought 
to squelch the agent by saying he already had 
$100,000 worth of insurance and, furthermore, 
he had just finished losing another hundred 
thousand in the stock market. Whereupon the 
agent proceeded to sell Mr. Farrel a_ policy 
for an additional hundred thousand to rebuild 
his estate to its former value. Demonstrating 
that life used as a_ lotion 
for burns received in Wall Street. 

x ok x 


sold 


insurance can be 


R. W. A. DEWEY, Emeritus professor 

of medical science at the University of 
Michigan, is the author of a recently published 
pamphlet on the prevention and treatment of 
cancer. Calling attention to the growing death 
rate from this cause by quoting from a recent 
article in Tur Spectator by Dr. Fdererick L. 
Hoffman, the author proceeds to summarize 
the opinion of many medical and surgical 
authorities in order to prove the failure of 
surgical treatment of cancer. He maintains 
that cancer is a constitutional disease and can 
be cured only by medical and dietic treatment. 

x ok x 


N discussing supervision problems before the 
Life Agency Officers Association at Chi- 
cago last week a select group of sales exe- 
cutives put a great many splendid ideas in 
circulation. Every speaker stressed this thought. 
Be definite; when a supervisor calls on a 
manager, let him carry a real message, get it 
over and get out. The same policy can be 
successfully applied to many other jobs, notably, 
that of selling life insurance. 
2. x 


ERTAINLY, it cannot be held against the 

members of the above mentioned organ- 
ization that they do not practice what they 
preach. Their convention was a model one— 
concise, definite and complete. It is not strange, 
however, that this association is all business 
and geared for fast stepping. It marches in 
the van of a mighty industrial army and its 
policy sets the pace of all life insurance. 

x ok x 

ND now when the minister solemnly in- 

tones: “Until Death Do Us Part,” the 
bride and groom may add, under their breath 
“For the next twenty-seven point three years,” 
according to the statistical department of the 
Metropolitan Life Insurance Company. That, 
says a news release, is the joint expectancy of 
life for the average newly married couple. Not 
forever, to be sure, but a fairly comfortable 
assurance, at that. 


ABOR leaders and union organizers in Mis- 

souri advocating state fund insurance have 
been stepped on. They grew too bold in the dis- 
tribution of propaganda both orally and through 
statements released to the press. Their allega- 
tions in which they denounced old line and stable 
insurance companies as being responsible for 
the precarious position of the rights of injured 
workmen have finally reached such ridiculous 
proportions that State officials have stemmed 
this tide of boycott literature and speech mak- 
ing, with facts and figures which cannot be dis- 


puted. 

x ok x 
7. VERETT RICHARDSON, chairman of 
- the Missouri Compensation Commission, 


recently declared in a statement for the press 
that records do not substantiate these charges 
made by the State Federation of Labor and 
other groups, and although he intimates that the 
true situation could very easly be misconstrued 
either deliberately or through error, he sets out 
in a lengthy report, just what the situation is. 
And it is decidedly not the same as that put 
forth by labor organizations. 


* * * 


N commenting on “Social Insurance in Soviet 

Russia,” an article appearing recently in 
the Journal of Political Economy, the writer in 
this same column declared that the Soviet Gov- 
ernment had demonstrated the futility of State 
control social insurance protection and gave as 
one reason for this statement the following: “It 
is not very easy for a malingerer to beat an or- 
dinary insurance company operated for profit by 
efficient men. The workman who pretends to be 
sick when he is not is examined by a company 
physician and the fraud he attempts to perpe- 
trate is easily exposed. On the other hand, 
there is a predisposition in Russia as elsewhere 
to give the claimant the benefit of every doubt.” 
The observer then went on to say that without 
intending to do so, perhaps, Russia has ren- 
dered a distinct service to old line insurance 
companies. : 

* * x 


eagle fund insurance has been more or less 
of a burden on taxpayers in several sections 
of this country where it has been tried. Few have 
been made to pay profits or even break even 
and while the conditions existent in Soviet Rus- 
sia either new or a few years back can hardly 
be compared with State funds in America. Pol- 
itics, like sick benefits, will no doubt continue to 
be one of the chief stumbling blocks of the 
funds. 
* ok Ox 


aad Fund Insurance organizers and ad- 

vocates have not been unknown to attempt 
the passage of legislation making it necessary 
for State employees to purchase coverage only 
in the State Fund. 


ILLIAM QUAID, executive vice-presi- 
dent of the Southern Fire of New York, 
has a theory that insurance is not a profession 
and never can be. Now if you let that state- 
ment stand in isolated fashion you'd raise a devil 
of arumpus. For there are hundreds of intelli- 
gent insurance men throughout the country who 
have been devoting the best part of their lives 
to raising the standards of the business with a 
view to placing it on a par with the profes- 
sions. Mr. Quaid, incidentally, is one of them. 
But the sense of his dictum emerges in the elab- 
oration of it. 
* * Ok 
R. QUAID goes on to explain that a pro- 
4 fession is something that you practice and 
he says that one of the main troubles of the in- 
surance business lies in the fact that we have 
been practicing what is a big selling business. 
The theory, thus qualified, seems to me to be 
thoroughly sound. Mr. Quaid is not rebuking 
those earnest workers who are endeavoring to 
raise the tone of the occupation they are en- 
gaged in; he is merely questioning the precise- 
ness of their terminology and in so doing has 
seized the opportunity to drive home a pet 
point, viz.: that the insurance business is meet- 
ing strong resistance from a public that is 
hostile through ignorance. Mr. Quaid once 
wrote an article for THe Spectator along these 
lines and the title he chose for it has always 
stuck in my mind. It was called “Fire Insur- 
ance Has Got to Create a Propaganda,” another 
example of Mr. Quaid’s flair for expressing 
ideas in phraseology which is at once unique 
and exact. A great volume of water has flowed 
under the bridge since that time but he is still 
pounding away at the same old thing. Never- 
theless, every time he makes a speech about 
acquainting the public with the real facts behind 
insurance costs and service, his listeners, and 
readers, think he is off on a new track until he 
gets down to the heart of the thing.. As a 
speaker and writer, Mr. Quaid has that quality 
which is known among the baseball fraternity 
as change of pace, a quality, by the way, which 
is an absolute requirement of a gool columnist. 
I wish he’d pass along his secret. 
UT to get back, before it is too late, to the 
subject I originally intended to write about: 
I have often thought this “professional” gag 
was overdone, at least in theory, by insurance 
uplifters. Cheap jokes about insurance agents 
have naturally led fieldmen to a point where 
they are pretty tender about the whole business 
but, then, nobody loves a prig either. Small 
boys have always aimed their snowballs at gen- 
tlemen in silk toppers rather than at a regular. 
guy in a slouch hat. It took centuries of a 
very subtle kind of propaganda to create the 
idea that doctors are infallible with the result 
that in this day and age they can afford to be 
ultra-professional. But when you're out selling 
you’ve got to speak above a whisper. 
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THE SPECTATOR 


Tue SpEcTATOR, established in 1868, is a weekly 
journal devoted to promoting the best interests of 
trustworthy insurance of all kinds. The subscription 
price for the United States, Canada and Mexico is 
Four Dollars per annum, postage prepaid; to all for- 
eign countries in the Postal Union, Five Dollars. 


THE SPECTATOR COMPANY 
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243 West 39TH StrEET, NEw York 


Arthur L. J. Smith 
President 
Loughton T. Smith 
Vice-President and General Manager 
Harry W. Barnard W. H. Vallar 


Second Vice-President Secretary 
Robert W. Blake Sholto D. Kirk 
Treasurer Assistant Treasurer 


Fred, B. Humphrey 
Assistant Secretary 


Thomas J. V. Cullen, Editor; Robert W. Sheehan, 

Associate Editor; Frank Ellington, Harry C. Canaday, 

Albert T. White, Jr., Assistant Editors; Louis S. 
Fischer, Associate Statistician. 


Telephone, Pennsylvania 0080 
WESTERN DEPARTMENT 
Insurance Exchange, Chicago, Telephone, Wabash 0531 


Sole Selling Agents in America for the publications 
of Charles & Edwin Layton of London, England. 


Copyright, 1929, by The Spectator Company, New York 
Vor. CXXIII NOVEMBER 14, 1929 No. XX 














Not All Went Into the Stock 
Market 
ee the first time in twenty years the 
savings accounts in American banks 
have dropped it is shown by the records 
kept by the American Banking Associa- 
tion. The report, giving figures for the 
year ended June 2), 1929, shows a shrink- 
age of more than $195,000,000. The re- 
port for the year previous showed an in- 
crease of over $2,300,000,000, the largest 
ever recorded. 

One reason given for this drop is “the 
lure of the stock market and affiliated 
activities.” It is not a pleasant thought, 
especially in view of the unprecedented 
crash that came in the stock market the 
end of last month. It needs no expert 
economist to explain that it is not a wise 
thing for men and women to withdraw 
their hard-earned savings from the banks 
in order to gamble with them in the stock 
market. 

But while this explanation may be true 
in part, we doubt if it entirely explains 
the situation. The tremendous increase 
in life insurance bought during that same 
period in all probability tells why some of 
this money was not put into saving de- 
posits or was withdrawn from them. 
More and more the country has been edu- 
cated regarding the value of life insur- 
ance in its various forms, and people have 
learned that it is about the safest way to 
save money, to prepare for future needs, 
that has ever been devised. Some fool- 
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ish men and women drew their savings 
for the purpose of plunging in the in- 
flated market and are now bitterly re- 
gretting such action, but a great many 
others bought life insurance policies or 
created trust funds through insurance 
companies, and as a result suffered no 
loss when the inevitable crash came. 





Institutional Advertising 
NSTITUTIONAL advertising, as car- 
ried on by several of the largest life 
companies during the past few years, has 
been of unquestioned benefit to the life 
There are 
tremendous 


insurance business generally. 
those attribute the 
growth, both in volume and in prestige, 


1 
Wino 


to the higher standards of representa- 
tion—to the evolution of the agent from a 
peddler to a trained specialist with a dis- 
No doubt this 
factor has been a potent one, but it is just 
as certain that the agent’s newly-acquired 
dignity can be attributed to a state of 
mind, and that the public has come to see 
a different picture in the life insurance 
salesman because of the message of hu- 


tinct service to render. 


man service carried in the national maga- 
zines to the insuring public. 

So, while the agent of today is more 
likely than not a member of the local 
country club and a graduate of the State 
university, it is still safe to say that 
printers’ ink, rather than plus fours, has 
been the dominating influence in popular- 
izing life insurance. 

The universal recognition of the bene- 
fits to be derived from advertising has 
made it only a question of time until the 
life insurance companies of the country 
would band together in a common effort 
to break down the remaining resistance 
in their market—and there will always be 
found sales resistance, notably that en- 
gendered by industrial competition for 
the buyer’s dollar. Now, it appears, the 
movement is fairly under way, and with 
pretty definite assurance that it will be 
pushed to a successful conclusion. The 





Life Agency Officers Association went - 


on record at their Chicago meeting in 
support of a tentative plan outlined by a 
committee appointed by their body. Their 
endorsement was unanimous and en- 
thusiastic, and it is understood that the 
program carries the approval of many 
company executives not directly affiliated 
with the agency group. Those connected 





with the inauguration of this forward 
step are to be commended, and they will 
carry on the work fully assured of the 
support of all who have the best interests 
of the business at heart. 

The possibility of opposition to the 
proposed campaign by the Trade Press, 
either from a conviction of its unsound- 
ness or from a selfish interest, must be 
entirely discounted. At least THE SpEc- 
TATOR cannot conceive of an attitude so 
narrow or so limited in vision. It must 
be apparent, even to the least thoughtful, 
that every branch of the insurance busi- 
ness will grow in direct proportion to the 
advancement of the institution as a whole. 
And, to follow up thé hypothetical possi- 
bility of selfishly inspired apathy, it 
should also be readily apparent that no 
broadly executed institutional advertising 
program could be fully successful with- 
out a complete tie-up with the trade 
magazines. First and last THe SPEc- 
TATOR is for the idea, and will whole- 
heartedly co-operate in the consummation 
of the plans mapped out by the Life 
Agency Officers. 

Institutional advertising on a national 
and co-operative basis lends itself par- 
ticularly to life insurance, and through it 
many of those vital but elusive obstacies, 
such as the attitude of indifference on the 
part of wives; the tendency on the weak 
to allow policies to lapse, and general ig- 
norance of life insurance benefits, all can 
be overcome to the common advanage of 
everyone engaged in the business. 





Fire Loss Has Increased 

URING the first ten months of the 
D current year the fire loss of the 
United States and Canada,,as computed 
by The Journal of Commerce, was $273,- 
300,800, or an increase of $24,000,000 
over the corresponding period in 1928, 
and an increase of about $4,000,000 over 
the losses of the first ten months of 1927. 
These figures indicate that the total loss 
for the current year will exceed that of 
1928. The losses in the first five months 
of 1929 were, respectively, lower than in 
the corresponding months of last year, 
and led to the hope that the record for 
this year would be more favorable than 
that of last year, when the losses were 
$20,000,000 less than in 1927. However, 
in each month since May the losses in 
1929 have exceeded those of 1928. 
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The Spectator Company’s 
Western Department 


Fred B. Humphrey Named 
Resident Vice-President in 
Charge of Chicago 
Office 


Twenty-Two Years in Business 


Assistant Secretary of Company Since 
1916 Establishes Permanent Head- 
quarters in Mid-Western 
Metropolis 


Reorganization of The Spectator Company's 
Western Department has been effected wth the 
appointment of Fred B. Humphrey, assistant 
secretary of the company since 1919, as resident 
vice-president in charge of the Chicago office. 
Mr. Humphrey’s permanent headquarters w.1l 
henceforth be located in the Mid-Western 
metropolis. 


Fred B. Humphrey 


A native of Elmira, N. Y., Mr. Humphrey 
was graduated from Cornell University, where 
he took a degree in law in 1904. His first 
business connection was with the National Cash 
Register Company and his career in insurance 
publishing began with the Rough Notes Com- 
pany in 1907. 

He joined The Spectator Company in 1916, 
where his brilliant record in the field merited his 
election to the assistant secretaryship three years 
later. Twenty-two years in the business, thir- 
teen of them with THE Spectator, have taken 
him into every important insurance office in 
the country and his nation-wide friendships 
throughout the insurance field have been built 
on the sound quality of service he has con- 
scientiously rendered. 

The Spectator Company considers itself for- 


Life Insurance 


tunate in having a man of Fred Humphrey’s 
character and training to assume the direction 
of such an important office. Mr. Humphrey is 
likewise gratified with the new 
since his closest ties have always been in the 
Middle West. 


The Spectator Company has extensive plans 


arrangement 


for increasing the facilities of its Chicago office 
which include the development of both its busi- 
ness and editorial services in that locality. 

Working with Mr. Humphrey out of Chicago 
will be Meade C. Loving. who has just com- 
pleted a successful period of training in the 
Eastern field. 


Datias, Texas, Nov. 11.—The Great National Life 
Insurance Company of Dallas has amended its charter 
to increase its capital stock from $165,000 to $190,000. 


Aetna Life Opens New Agency in 
New York 

Vice-President K. A. Luther of the A®tna 
Life Insurance Company, Hartford, has just 
announced the creation of an additional general 
agency for metropolitan New York. The new 
agency is located at Broadway and 42nd street 
and is headed by Nathan Greenbaum. 

Mr. Greenbaum is an outstanding figure in 
New York city insurance circles. He has 
been engaged in the insurance business for the 
past fifteen years. Until his connection with 
the A=tna Life his activities had been in all 
lines of insurance. In 1916 he organized his 
own company with offices in down town New 
York and has ever since conducted a highly 
successful general insurance business. 








In brief itis: 


STREMCTN OF* 
CIBPALTAR 





Men Call It Golden 


There’s a certain rule of conduct which ts 
so all-embracing and ideal in its meaning that 
it has become known as the “Golden Rule.” 


“Do unto others as you would have 
others do unto you.” 


It is a sentiment so noble many in- 
dividuals have made their re- 
ligion of it, and it would be an 
excellent thing for family pro- 
viders to remember it when they 
are insuring their lives. 


The Prudential 


Insurance Company of America 
Epwarp D. Durrie.p, President 
Home Office, Newark, New Jersey 


EERE sl I ORE NR AOARD SOD No 

















‘Tne SPECTATOR 
November 14, 1929 


COM Nigh stiad 
ati Soe ee banae ee 





writ 
for 
city, 
the 
that 
had 
This 
the 
inter 
in 1 
mee 
Aste 
the 


him 
by 

TH 
No 




















: 
4 








Life Underwriters Prepare 
for Busy Month 


Seminar in New York Con- 
siders Plans for Intensive 
Production 








Galaxy of Speaking Talent 


Stock Market Conditions Open New 
Selling Avenues Declare 
Students of Business 





A representative attendance of life under- 
writers of the metropolitan district turned out 
for the Seminar at the Hotel Astor, New York 
city, on Tuesday of this week. and even before 
the morning session was over it was apparent 
that the meeting well merited the slogan which 
had advertised it, to wit: “Fifty to One Shot.” 
This implied a promise of real assistance to 
the underwriter in arranging more effective 
interviews for every day of the fifty remaining 
in 1929 if he would devote the one day to the 
meeting. And the Belvedere Room of the 
Astor became for the nonce the spot where 
the promise was performed. 

Six eminent educators, specializing in life 
insurance sales problems, and with a practical 
as well as theoretical knowledge of the business 
featured the speaking program of the business 
session, which was under the direction of Elton 
J. Bragg, of the New York University school 
of insurance. The great service which the 
life underwriter can do in helping to rebuild 


estates crippled in the market debacle was 
stressed by several speakers, and it was felt 
that present conditions dovetail admirably with 
one of the main points of the discussion, namely 
that of selling life insurance on specific needs. 

The session was opened by John McNamara, 
president of the Life Underwriters Association 
of the city of New York. After a brief 
greeting to the membership he turned the meet- 
ing over to Chairman Bragg who, in turn, in- 
troduced Horace W. Wilson as the first speaker 
and whose subject was “Dipso,”’ subsequently 
translated from the Greek to, “To Thirst.” 
Mr. Wilson said that it is one thing to con- 
vince a prospect that he needs life insurance, 
but an entirely different proposition to make 
him actually want it. He illustrated the thought 
by drawing an analogy to a finished blue 
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print, complete in every detail, but at the same 
time not very soul-stirring, as compared with 
a beautiful painting. 

Ralph Englesman, the well-known “triple 
threat” manager-salesman-instructor of Brook- 
sales talk on 


which he left 


lyn, followed with a_ peppy 
“placing.” The big thought 
with his audience was that every life insurance 
salesman in the country is underselling his 
clients every day. He cited numerous instances 
of how a man who had originally been sold on 
small policies ‘had steadily increased them, some- 
times as much as ten fold within a comparatively 
short period of time. 
Check With A pplication 

Get a binder at the outset, he advised, by 
assuming that the prospect had intended to 
sign a check immediately. ‘Make the check 
payable to Blank Insurance Company,” was 
the phrase Mr. Englesman recommended. If 
the applicant insists on having the policy de- 
livered before any payment is made, then 
acquiese but with a reminder that he is not 
obtaining all the insurance to which he is en- 
titled. And when delivery is finally made 
assume that the applicant is going to take, 
without question, the amount originally agreed 
on and, if possible, sell double or half as 
much more while he is in a buying mood. 

(Concluded on page 9) 


SEMINAR CHAIRMAN 





Elion J. Bragg 


Market Crash Favors Life 
Insurance 





The Travelers Anticipates Big 
Upward Surge Following 


Disasters in Street 





Points to Post-War Record 





Estates Creation Will Be Desire of 
Those Who Failed to Gain by 
Short Cut 





That life insurance may experience a big up- 
ward surge, following the recent stock market 
deflation, just as it did after the post-war re- 
adjustment, has been pointed out by The 
Travelers in a communication to field represent- 
atives. That company says: 

“While the growth of life insurance in the 
past twenty-five years has been steadily pro- 
gressing, it is interesting to note that its great- 
est impetus has always been gained immediately 
after some period of readjustment. The post- 
war period marked the greatest advance that 
life insurance ever experienced. Quite naturally 
the quiet, orderly solidity of life insurance ap- 
pealed to the minds of those to whom safety 
was paramount. 

“And now again, by a turn of the wheel, will 
life insurance afford stability to millions of in- 
vestors who have failed in their desire to create, 
too hastily, perhaps, an estate. The paper-profit 
estate of yesterday, now gone the way it came, 
can be re-created quickly in just one way—life 
insurance. 

“Today an opportunity awaits the energetic, 
enthusiastic salesman of life insurance. Life 
insurance is the best property a man can own. 
Because of the manner in which it can be pro- 
cured a sum can be immediately obtained suf- 
ficient to offset the possible or actual loss to an 
estate due to the recent shrinkage in security 
values. 

“The trend is back to reason, to safety, and 
to that institution which guarantees its obliga- 
tions. In times of financial stress life insurance 
has been and always will be an anchor to wind- 
ward, 

“The public will turn to life insurance as the 
safe solution of its problem, if the life insur- 
ance men do their part.” 

This viewpoint is being stressed from all 
quarters and life agents everywhere are capital- 
izing on it. 
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Insurance Habits of 
America 








Results of Original Survey to Be 
a Feature of Life Presidents 
Convention Program 


Embodies Comprehensive Data 





Analysis to Be Presented by Edward 
D. Duffield—Geo. L. Williams to 


Discuss Service 





The Life Insurance Presidents annual conven- 
tion to be held at the Hotel Astor, New York, 
December 12 and 13, will present one of the 
most impressive programs ever arranged by 
the organization. Speakers of National promi- 
nence are scheduled to speak on varied sub- 
jects, as detailed in our issue of last week. 
One of the most interesting features of the 
meeting will be the analysis of life insurance 
habits. 

As indicated by the program, the results of 
the original survey of life insurance habits of 
Americans, begun last spring, will be presented 
by the Hon. Edward D. Duffield, president of 
The Prudential Insurance Company of America. 
Facts have been obtained from primary sources 
which will show the extent to which and the 
manner in which.life insurance is used by a 
representative cross-section of the American 
people. Data have been collected regarding 
incomes of thousands of recently deceased 
policyholders, their total estates, the amount of 
life insurance included therein, and the number 
of persons dependent upon them. Coupled with 
other already known facts, this new information 
will make possible the most comprehensive study 
of the popular distribution of life insurance 
ever attempted in this country. 

The analysis that will be made covers a cross- 
section of the American people that is rep- 
resentative both as to income status and 
geographical distribution. It is believed that 
with this information, it will not be necessary 
this year to depend solely upon per capita 
averages, ratio of premiums to estimated na- 
tional income, and other like general figures 
to indicate present life insurance trends. These 
trends will be shown by concrete answers, made 
possible by this survey, to such fundamental 
questions, among many others, as: Is life in- 
surance of greatest service to the very rich, 
the moderately well-to-do, or to those who 
depend solely upon their earnings and who 
have not accumulated property? From what 
group has come the largest contribution to the 
total volume of life insurance? What group or 
groups are under-insured as compared with 
other groups that are insured for relatively 
adequate amounts? As compared with married 
men how do bachelors value life insurance? 
What beneficiaries are most frequently named 
in a life insurance policy? To what extent 
do the American people rely upon life in- 
surance in the creation of their estates? 


Life Insurance 


Classifying these answers according to income 
of policyholders, it will be possible to set 
standards respecting the relationship of the 
amount of life insurance and the premiums 
thereon to the incomes of policyholders—not 
theoretical standards, but standards of actual 
performance established by policyholders them- 
selves. Comparison of these standards will 
indicate from what type of policyholders the 
greatest increase of life insurance may be ex- 
pected in the near future. 


Unusual Uses of Policy Proceeds 

From yet another perspective, a picture of 
life insurance service through the use of policy 
proceeds will be presented to the convention by 
George L. Williams of Cincinnati, chairman 
of the board and vice-president of the Union 
Central Life Insurance Company. The use 
of life insurance to meet unusual situations 
presented by the death of the insured has been 
broadly studied by Mr. Williams and he has 
collected a large amount of interesting data 
based upon actual cases in which life insurance 
has met some unusual emergency. Data have 
been contributed by more than twenty leading 
companies. 

The results of the growing use of life insur- 
ance for business purposes will be portrayed 
by cases in which the proceeds of life insurance 
policies have saved a business from insolvency 
or substantial loss. Other business uses will 
be discussed, such as the retirement of bonds 
or other capital obligations. 

From the personal viewpoint, the employment 
of life insurance to carry out charitable be- 
quests, to assure the education of children and 
other interesting, novel and special uses have 
been the subject of Mr. Williams’ inquiry and 
study. 

The human interest side of life insurance will 
be evidenced by stories of unusual cases which 
have come to him from the companies co- 
operating in the prosecution of this investigation. 


ON PRESIDENT’S PROGRAM 











George L. Williams 


Bankers National Life Will 
Consolidate 





Plans Now Being Worked Out to 
Combine Business and Assets 
of Three Companies 





Plans are being worked out which will result 
in the consolidation of the business and assets 
of the three Bankers National Life Insurance 
Companies, according to announcement by 
Ralph R. Lounsbury, president. The general 
plan is reported to have been approved by the 
Insurance Departments of New Jersey, Colorado 
and Florida, which are the Insurance Depart- 
ments of the states in which the three companies 
are incorporated; also the approval of the offi- 
cers of the three companies, the directors of the 
New Jersey and Florida companies, and a ma- 
jority of the stockholders of each of the three 
companies have informally approved of the 
plan. 

The procedure will undoubtedly be a reinsur- 
ance of the Bankers National of Colorado and 
the Bankers National of Florida into Bankers 
National of New Jersey, and it is expected that 
the reinsurance will become effective as of De- 
cember 31, 1929. 

There is to be no change in the ownership or 
management as a result, the entire transaction 
simply being a consolidation, into one com- 
pany, of the business and resources of three 
companies which have had, to a great extent, a 
common ownership and a common management. 

The New Jersey company, after the reinsur- 
ance takes effect, will have something over fifty 
millions of paid-for business in force and a sur- 
plus for policyholders of approximately $650,- 
000. 


Mississippi Life and Casualty 
Hearing 





Company in Process of Organization 
Encounters Difficulties—Finances 
Being Audited 

Jackson, Miss., November 8—The Missis- 
sippi Life and Casualty, which has been in 
process of organization here for several months, 
is in the hands of Ben S. Lowry, Insurance 
Commissioner, and the affairs of the company 
will undergo an investigation at a hearing 
scheduled for next Tuesday. The company has 
not yet received its license from the insurance 
department to issue policies. 

A crisis in the affairs of the Mississippi Life 
and Casualty was percipitated by the recent 
closing of the Bank of Kemper. It is alleged 
that A. J. Oubre, cashier of the bank, and also 
treasurer of the insurance company, is short in 
his funds. Oubre blames the insurance com- 
pany for the bank’s financial difficulties. 

The audit of the company’s finances, began 
some three weeks ago, is still incomplete, but 
the opinion prevails among officers that as soon 
as it is completed it will be possible for the 
company’s affairs to be straightened out, and 
that it can begin business. 
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Life Expectancy of Married 
Couples 





Statistical Study Indicates Possibility 
of Over 27 Years Together 
for Average Newlyweds 

The joint life expectancy of newly married 
couples was made the subject of a study by the 
statistical department of the Metropolitan Life 
Insurance Company. In a recently published 
bulletin it is pointed out that the wife, in the 
majority of cases, is a few years younger than 
the husband and has, therefore, a greater 
expectation of life. But the main theme of this 
study was the question of their joint expecta- 
tion of life. 

Taking as typical example, the case of a man 
thirty-five years old and a woman five years 
younger, the statisticians show that the coupie 
may expect to live together 27.3 years. The 
expectation of life of the husband, however, is 
33.4 while that of the wife is found to be 38.3 
years. But the joint expectation of life is only 
27.3 years. 

“This means,” the Bulletin points out, “that 
if we observe a large number of married 
couples, the husband’s age being 35 and the 
wife’s age 30, on an average the length of time 
that these couples will remain unseparated by 
death is 27.3 years.” 

The statisticans then show what proportion 
of the husbands and wives will live beyond the 
average, and what proportion will die sooner 

“Of couples of say thirty-five and thirty 
years,” they say, “53.6 per cent will live through 
their joint expectation of life, that is 27.3 years. 
In 7.0 per cent of the cases, both husband and 
wife will be dead before the end of the period ; 
in 15.6 per cent of the cases, the wife will have 
died, leaving the husband a widower, and in 
23.8 per cent of the cases, the husband will 
have died, leaving the wife a widow.” 

Leaves Journalism for Position in 
Whatley Agency 

William M. Jones, who has been assistant 
to T. R. Woddell, associate editor of the In- 
surance Field at Chicago, has resigned effective 
November 9, to go with S. T. Whatley, general 
agent in Chicago for the Aetna Life and presi- 
dent of the National Association of Life Under- 
writers. Mr. Jones has been in newspaper work 
for a number of years and went with the Field 
early this year, succeeding E. M. Ackerman, 
who became secretary of the Insurance Feder- 

ation of Illinois. 





Featured Speaker Will Discuss 
Consecutive Production 

PHILADELPHIA, Nov. 6—George A. Culver, 
district manager of the New England Mutual 
Life at Wilmington, Del., who has been a 
weekly producer for the last four and a half 
years, last year averaging more than $500,000, 
will be the principal speaker at the November 
meeting of the Philadelphia Association of 
Life Underwriters, which will be held on 
November 21 at the Bellevue-Stratford. His 
subject will be Consecutive Weekly Production 
—How to Do It. 
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New York State Life 
Underwriters Meet 





The regular meeting of the New 
York State Life Underwriters’ Asso- 
ciation was held on Friday, Novem- 
ber 8th, at 10:00 A. M. at the Hotel 
Commodore, New York city. 

Albert Hirst, who acted as the 
association’s attorney in connection 
with Section 55a of the insurance law 
appeared before the association and 
gave information as to the effect of all 
the court decisions in this very im- 
portant section, which makes it pos- 
sible for an insured to make his in- 
surance payable to his wife without 
fear of it being attached by creditors 
or trustees in bankruptcy, provided 
the insurance was nct taken out with 
the intent to defraud such creditors. 

The executive committee of the local 
association of life underwriters, of 
which John C. McNamara, Jr., is 
president, entertained the delegates 
at luncheon. 

The officers of this association are: 
president, Sidney Wertimer of Buffalo; 
vice-president, George A. Kederich of 
Brooklyn; secretary-treasury, Frank 
H. Wenner of Utica. 











New York Seminar 
(Concluded from page 7) 

The speaker said that in his opinion fully 
ninety per cent of insurance buyers fail to take 
enough on the first contract and that in most 
cases the agent can materially increase the 
amount by merely asking for it. 

The recent stock market collapse was cited 
as a boon to insurance and to support his con- 
tention that prospects were bright for a banner 
period of selling Mr. Englesman related how 
he had taken one prospect’s excuse that he had 
just lost $10,000 and converted it into a real 
reason for the purchase of a like amount of 
life insurance. 

Much the same advice was contained in the 
remarks of the next speaker, John A. Stevenson, 
of Philadelphia, who talked on “Prospecting.” 
He declared it took a great emergency to make 
people revaluate life insurance, either as 
physical emergency, the influenza 
epidemic, or the more recent financial emergency. 
He said he expected to capitalize the situation 
and assist every one he knew to rebuild their 
assets through life insurance contracts, the only 
safe security ever offered on a three per cent 


such as 


margin. 

“Babe Ruth doesn’t watch his bat when he 
stands at the plate with forty thousand fans 
waiting for a home run,” said Griffin M. 
Lovelace in an address on “Needs.” “He keeps 
his eye on the ball, and the life underwriter 
must keep his attention on the interests of the 
prospect and not so much on his own proposi- 
tion,” continued the speaker. 
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Trust Service Is Conservation 





Speaker Declares Life and Trust 
Companies Co-operate in Crea- 
tion and Care of Estates 

That trusts should not be limited to insurance 
funds, but should include the other assets of 
an estate combined under a complete financial 
plan suitable for the individual, was the opin- 
ion by Edward M. McMahon, Insurance Trust 
Officer of The Equitable Trust Company of 
New York, in his address before the Mid-Conti- 
nental Trust Conference at Detroit, Mich. 

“Life insurance creates estates—trust service 
conserves and distributes them,” said Mr. Mc- 
Mahon. “Life insurance furnishes money— 
trust service provides money management.” 

“It is our thought that an insurance trust de- 
partment of a large trust company has a very 
fertile field in which to secure all sorts of trust 
business if this department is properly organized 
to submit complete financial plans for the in- 
dividual whom it serves. 

“The estate builder who in the past may have 
suspected some conflict of interest between trust 
service and insurance service is rapidly coming 
to appreciate that these two forms of financial 
service, instead of being competitors for his 
dollar, are co-operators in his interest. By the 
pooling of their facilities for service the result- 
ing conservation of human value and property 
values would tend to promote a larger voluntary 
social and economic democracy.” 








Selling life insurance on specific needs is a 
comparatively recent development, said Mr. 
Lovelace, but it has brought about a funda- 
mental and vital selling reform. Talk to the 
prospect in terms of his interest and in definite 
terms, he advised. For instance, instead of 
pointing out that the family will need a certain 
income to support it until the children are 
grown, put it this way: “Let’s see, your young- 
est boy is quite young, isn’t he? Five—yes, 
well it will be a matter of fourteen or fifteen 
years before he grows up. And the wife will 
need so much a year for the next fourteen 
years, at least.” 

The morning program was brought to a 
conclusion with an inspiring and helpful address 
by Leon Gilbert Simon, whose subject was 
“The Challenge of the Future.” An open 
discussion, from the floor, of questions pro- 
pounded by the members, featured the after- 
noon session. All manner of problems were 
raised and an enlightening interchange of ideas 
rewarded those who participated in the dis- 
cussion. 

The very complete program was brought to 
a close with a dinner at the Astor at six 
o’clock at which the following distinguished 
speakers addressed the gathering: Arthur W. 
Loasby, chairman of the board of the Equitable 
Trust Company of New York; Clay W. Ham- 
lin, general agent, Mutual Benefit Life, Buffalo, 
N. Y.; and Seaborn T. Whatley, president, 
National Association of Life Underwriters. 
The Pullman Porters Quartette, who made 
such a hit at the Washington convention, pro- 
vided the entertainment at the dinner. 
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MISSOURI 














N Thirteen Years, the Missouri 

State Life has grewn from One 
Hundred Million Dollars of insur- 
ance in force to over One Billion 
Two Hundred Million. . . It took 
twenty-four years to reach the first 
hundred million. . . The Company 
to date in 1929 is 35% ahead of its 
paid-for production over the same 
period last year! 


HILLSMAN TAYLOR, PrEsIDENT 
St. Louis, Missouri 


























Admitted Assets Over 
$131,000,000.00 


Insurance in Force Over 


$1,220,000,000.00 
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Speaks on Life Insurance at 
Bankers Meeting 





United Life and Accident Executives 
Outlines Present-Day Farm 
Loan Conditions 

New Orveans, La., Nov. 9.-—Robert J. 
Merrill, secretary of the United Life and 
Accident Company, of Concord, N. H., was 
among the speakers at the annual meeting of 
the Mortgage Bankers Association of America, 
held here last week, representing the financial 
division of the Association of Life Insurance 
Presidents. 

Mr. Merrill told the association that life in- 
surance companies who are now the owners of 
a large number of farms throughout the United 
States through foreclosure proceedings are not 
as favorable to farm mortgages as an invest- 
ment as they were a few years ago. There 
has been a great depression of farm land values 
during recent years, and in addition, the United 
States Government is a competitor to the com- 
panies as a lender. 

Mr. Merrill said in part: 

“The farming situation may be compared in 
some way to that which has confronted the 
textile industry. In the latter case, trouble 
arose when the managers of the industry failed 
to realize that some readjustments would be 
required by changing styles. In the farming 
business there has also been a change in the 
methods during recent years. 

“The farm problem is not one of production, 
but rather of development and management 
of marketing facilities. The products of the 
farm must be distributed to the consumer in 
such a way as to bring a profit to the grower. 
The Federal Farm Board should prove an 
agency of much value in working out this farm 
problem.” 


New Business Department Formed 
by Pilot Life 

Formation of a new business department, com- 
bining the functions formerly handled separately 
by the medical, underwriting and policy depart- 
ments, has been brought about at Pilot Life, 
Greensboro, N. C., to facilitate the transactions 
of new business. ‘ 

G. V. McNeill, for three years head of the 
policy department, becomes superintendent of 
the new business department. 

Fort Wayne Association Meets 

Members of the Fort Wayne Association of 
Life Underwriters, Fort Wayne, Ind., heard 
three officials of the State and the national 
associations at the last dinner meeting. Speakers 
were: Roger B. Hull, managing director of 
the National Association; Mansur B. Oakes, 
president of the Insurance Research and Review 
Service of Indianapolis and secretary of the 
State association; and Paul W. Simpson, presi- 
dent of the Indiana association. 

Mr. Hull outlined plans and policies of the 
national association for 1930 and presented a 
view of the plans and policies of the organiza- 
tion for the coming five years. Mr. Simpson 
discussed plans for the individual associations. 
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SELLING IS A FAMILY TRAIT 











Left to Right: Saul Alexandre, Paul and Leon Alexander 


Million Dollar Salesmen 





Three Cousins Have Remarkable 
Production Record in Life Insur- 
ance—All on Pennsylvania 
Program 

Three cousins prominent in the life insurance 
business, two of them million dollar a year 
salesmen, spoke recently at the Western Penn- 
sylvania agency meeting of the Reliance Life 
Insurance Company of Pittsburgh in the Farm- 


ers Bank Building. They were Saul Alexandre 
of Pittsburgh, million dollar salesmen of 
Reliance Life; Paul Alexander of Brooklyn, 
manager of the Guardian Life Insurance Com- 
pany; and Leon Alexander of Brooklyn, district 
manager and million dollar salesman of Guard- 
ian Life. Paul Alexander has been in the 
insurance business. thirty years and was in- 
strumental in starting his brother, Leon, and 
his cousin, Saul, on the road to star sales- 
manship in the insurance profession. 
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Miles W. Heitzberg 


Miles W. Heitzberg, formerly fourth vice- 
president of the Missouri State Life Insurance 
Company, St. Mo., has taken up his 
new duties as vice-president and treasurer of 
the Inter-Southern Life at Louisville, Ky. Mr. 
Heitzberg is a young executive who has made 
a fine reputation in sales promotion work dur- 
ing the three years of his connection with the 
Missouri company, being especially remembered 
by his co-workers for his part in the activities 
of the Won-a-Week, Hundred Thousand and 
Quarter Million clubs. 


Louis, 


American Southern Life Holds 
Agents Convention 





Now Operating in Four States, South- 
ern Company Staff Aims for Five 
Million Increase in Year 

LAKE CHARLES, La., Nov. 12.—Agents of the 
American Southern Life met here Friday and 
Saturday in their annual convention. The 
sessions throughout were replete with interest 
and enthusiasm. W. B. Conover, executive 
vice-president and W. V. Conover, secretary, 
alternated in presiding. At the banquet Friday 
night, chief talks were made by Capt. C. A. 
McCoy, the company’s counsel, and William 
Thornton, Southern manager of THE SPECTATOR. 

The American Southern is making rapid 
progress in the four States in which it operates. 
At the banquet Friday night, E. F. Webb, 
assistant agency manager, pledged five millions 
of paid business during 1930. The company 
enjoys a fine reputation in financial circles, and 
in every department is forging its way ahead 
as one of the leading Southern companies. 


J.C. Barnsley Associate Actuary 

of Guardian Life 

The Board of Directors of The Guardian Life 
Insurance Company of America announces the 
appointment of Joseph C. Barnsley to the post 
of Associate Actuary. P 

30rn in England, Mr. Barnsley is a graduate 
of Oxford University. He is a Fellow of the 
Actuarial Society of America and an Associate 
of the British Institute. 

On February 15, 1928, he was appointed As- 
sistant Actuary of the Guardian Life, from 
which capacity he was elevated to his present 
post. 
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Twenty-Fourth Semi-Annual Statement of 
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EXCESS UNDERWRITERS, 
INC. i T 
2 Inst 
75 FULTON STREET 2 achi 
q | 3 hon 
me Successors to HENRY W. IVES & CO. the 
a ce are 
CASUALTY EXCESS & REINSURANCE .. = 
| ||| SECURITY MUTUAL CASUALTY CO. | - 
a lene of Chicago, Illinois & 
=] , Z wipe — me i 
a ASSOCIATED REINSURERS : 
Maid Returns Missing : 
ASSETS OVER $30,000,000 ‘ 
Necklace ! %3 
bie yom cae gy disappeared — home. ag 9 in- ONE OF THE STRONGEST CASUALTY i 
si il ab ‘wey , . 
in Snninian:Cheesh, kelimioniating Siuin aap? caning: aceene- EXCESS REINSURANCE GROUPS ; 
tions. After questioning supposedly honest maid for more 2 
than three hours, she returned necklace to adjuster. A 
JEWELRY INSURED AGAINST “ALL RISKS” THROUGH BROKERS ACCOUNTS SOLICITED ! 
A. F. SHAW & CO., Inc. Inquiries Invited 
Insurance Exchange 75 Maiden Lane 
Chicago, Ill. New York City Telephone JOSEPH P. GIBSON, Jr. 
General Agents—*“‘All Risks” Department BEEkman 6727 Resident Manager 
Saint Paul Fire & Marine Insurance Co. 
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Founders Day Celebrated by 
Veteran Underwriters 





Four Hundred Attend Dinner Inaug- 
urating Golden Jubilee of Edward 
A. Woods Company 

Four hundred veteran underwriters of The 
Edward A. Woods Company and their families 
celebrated the inauguration of the company’s 
Golden Jubilee Year on Nov. 1 at a dinner 
in the William Penn hotel, Pittsburgh, presided 
over by Wm. M. Duff, head of the Woods 
agency. 

Thomas I. Parkinson, president of The 
Equitable Life of the United States was guest 
of honor and paid a glowing tribute to the 
achievement of the members of the organization 
who are responsible for establishing the Woods 
Company as the premier life insurance agency 
in the world. The Woods company writes 
approximately one-tenth of the Equitable’s en- 
tire business. 

Gage E. Tarbell, senior director, and Harry 
T. Wright, Chicago, and Theodore M. Riehle, 
New York, associate managers and million dol- 
lar producers of The Equitable, were present 
and complimented the organization upon its 
continuous growth under the leadership of Mr. 
Duff. 

A meeting of the entire agency, numbering 
five hundred underwriters, was held Saturday 
morning, Nov. 2, at the William Penn hotel. 

Edward A. Woods pioneered the first train- 
ing course for life insurance salesmen and 
the great success of the agency is due in a 
large part to the development of trained under- 
writers. 


Lincoln National Life Notes 

Three men of The Lincoln National Life 
Insurance Company have won the honor of 
achieving membership in the Company’s highest 
honor club, the Minute-Men, during September, 
the first month open for qualification. They 
are O. D. Douglas, of San Antonio, Texas; 
F. W. Koch, of St. Louis, Mo.; and T. I. 
Ramer, of Wilkes Barre, Pa. O. D. Douglas 
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being the first to qualify, won the position of 
president of the club. 

An agency meeting of The Lincoln National 
Life representatives and their wives, of Phoenix, 
Arizona, was held late in October at the West- 
Phoenix. Plans for club 
qualifications and the big Quebec convention 
trip were discussed. Vice-President Walter T. 
Shepard, who was then on a tour of the western 
States, acted as host to the men. 

The annual fall banquet of the men of the 
O. F. Gilliom general agency of The Lincoln 
National Life was held October 28 at Berne, 
Ind. O. F. Gilliom, general agent and holder 
of a record of 787 weeks of consecutive pro- 
duction, acted as host. 


Leads in Life Trust Business 

The St. Louis Union Trust Company of 
St. Louis, Mo., which is affiliated with the 
First National Bank, said to be the largest 
banking institution west of the Mississippi 
River, last year was made trustee for more 
than $13,000,000 of life insurance placed in life 
insurance trust estates. The company ranks 
with the first few in the United States in the 
volume of its life insurance trust business and 
spends considerable money annually advertising 
the purchase of life insurance for the replace- 
ment of incomes destroyed by death. 

















Scranton- Pittsburgh, Pa 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
Address 


Exclusive, care of THE SPECTATOR 


Officers of Canadian Life 
Companies Meet 














Thirty-Sixth Annual Convention 
Opens at Hotel York, Toronto, 
Friday of This Week 


T. A. Dark, general manager of the Excel- 
sior Life Insurance Company, and president 
of the Canadian Life Insurance Officers’ Asso- 
ciation, and W. H. Somerville, vice-president 
of the association and general manager of 
the Mutual Life Assurance Company of Canada, 
will submit the executive’s report at the 36th 
annual meeting of the association at the Royal 
York hotel, Toronto, on Friday, November 15. 
Discussion and disposition of this report will 
follow, as well as the inclusion of such com- 
mittee reports on institutional advertising of 
life insurance, the activities of the public health 
committee, co-operation between office and field 
forces, simplification of returns for premium 
taxation, the new tables of reserves and recent 
changes in legislation. 

The election of officers and a luncheon at 
which Hon. L. A. Taschereau, Premier of the 
Province of Quebec, will speak, also feature 
the first day’s program. 

Many speakers of international repute are 
scheduled to address the convention. 








WANTED 


We desire a young man 
who is experienced both 
in underwriting and other 
insurance home office 
work. 


We would like also to get 
in touch with an experi- 
enced group insurance 
man. 


Address 


P. O. Box 2232 
Birmingham, Ala. 























UNQUESTIONABLY 


We have the finest disability contracts 
available today. A full line of non- 
cancellable, non-medical and other at- 
tractive policies. 


Some good territories may be had in 
Michigan, Pennsylvania, Indiana, Il- 
linois, Missouri and California. 


Inquiries invited from underwriters 
who know the best. Liberal contracts 
to producers. 


INCOME GUARANTY COMPANY 


Income Building 


SOUTH BEND, INDIANA 
Stock Company, Authorized Capital, $1,000,000 





























N unusual opportunity 
for an ambitious man 
between twenty-five and thir- 
Must have 
a good knowledge of Group 


ty years of age. 


Insurance. Salary and Com- 


mission. Good leads supplied. 








Perry-Baylis, Inc. 
Suite No. 1106 
50 East 42nd St., New York 
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Lucky 


UCKY indeed is the 
baby who has a mother 
wise enough to follow the 
doctor's advice—“‘Bring the 
baby to me when he is six 
months old and let me pro- 
tect him against diphtheria. 
That is one disease he need 
never have.” 


Last year more than 100,000 
children who were not inocu- 
lated had diphtheria. About 
10,000 of them died—an 
average of more than one 
every hour of every day in 
the year.; 

Will . 10,000 innocents be 
sacrificed next year because 
some doctors have failed to 
warn mothers or because 
mothers have forgotten their 
doctors’ warning? Even 
when diphtheria is not fatal, 





Babies 


it frequently leaves its vic- 
tims with weakened hearts, 
damaged kidneys, ear trou- 
ble, or other serious after- 
effects. 


The majority of deaths from 
diphtheria are of little chil- 
dren less than five years old. 
If your child, so far unpro- 
tected, has not been stricken 
by this arch-enemy of child- 
hood, your good fortune is a 
matter of luck—not precau- 
tion. If he is more than six 
months old, take him to 
your doctor without delay 
and have him inoculated. 


Diphtheria can be prevented 
by simple, painless inocula- 
tion which is lasting in its 
effect. Call up your doctor 
now and make an appoint- 
ment. 





Prevention of diphtheria 
through inoculation with 
toxin-antitoxin should not be 
confused with treatment of 
the disease by means of anti- 
toxin. The latter is a cure— 
the former prevents. 


This disease has practically 
disappeared in many cities 
where the people have backed 
their health authorities in 
preventing diphtheria by in- 
oculation with toxin-antitox- 
in. But diphtheria finds its 
victims wherever people have 
been misled by false reports 


METROPOLITAN LIFE 


as to the alleged danger of in- 
oculation or have not learned 
to seek the protection which 
inoculation gives. 


The Metropolitan Life Insur- 
ance Company will gladly co- 
operate through its local 
managers, agents and nurses, 
with State or city authorities 
to stamp out diphtheria. De- 
tailed reports showing how 
various cities organized their 
successful campaigns for ‘‘No 
More Diphtheria’’ will be 
mailed free of charge. Ask 
for Booklet 11 SP. 9. 


INSURANCE COMPANY 


FREDERICK H. ECKER, Pres. - - ONE MADISON AVE., NEW YORK, N. Y. 














A YEAR OF 
SIGNIFICANT PROGRESS 


Proportion of Term 
Insurance Written 
Reduced from 


20* to 8% 


in 1928 


HOME LIFE INSURANCE COMPANY 
OF NEW YORK 


ETHELBERT IDE LOW, 
President 


JAMES A. FULTON, 
Agency Vice President 






































A POLICY YOU CAN SELL! 


Our Company offers complete protection 


$5,000 
ALL IN ONE POLICY 


ek rea $ 5,000 
pO ee 10,000 
Certain accidental deaths.................. 15,000 


Accident Benefits $50 per WEEK 
for fifty-two weeks. 
$25 per WEEK thereafter 
Disability Income, Waiver of 
Premiums, etc. 


Also $5,000 “Preferred Risk” Policy—high value— 
low premiums; age 35, $19.91 per $1,000. Endow- 
ment age, 85—Juveniles, age 10 years and upward 
—Monthly Income—Non-medical. 


Insures and assures your client’s future and yours. 


Are you interested in an agency? Our Vice-Pres- 
ident, Eugene E. Reed, will tell you all about it. 
Write him direct—and directly. 


UNITED LIFE 
AND ACCIDENT INSURANCE CO. 


Concord, 
New Hampshire 


INQUIRE! 
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Michigan Contributes a 
Twentieth 





Nearly Five Billion Life Insurance 
in Force—Premiums Exceed 
Hundred Million for Year 


LanstnG, Micu., November 9.—Legal re- 
serve life companies collected net premiums 
totaling $105,428,968 in Michigan during 1928, 
according to the annual report which has just 
been received from the printer. The fraternals 
added $8,286,965 to this total. Total business 
in force for both legal reserve life and 
fraternals amounted to $4,197,340,391 at the 
end of the year, aggregating nearly one- 
twentieth of the hundred billion total which the 
life companies have recently attained. 

The premiums collected by the legal reserve 
carriers were divided as follows: ordinary, 
$81,338,662; group, $4,512,952; industrial, $19,- 
577,414. The year’s losses on these three 
classes totaled $30,805,624, while the fraternal’s 
losses reached a total of $4,678,390. 

The Metropolitan alone showed an increase 
of business for the year of $203,155,109, bring- 
ing its Michigan total to $748,564,176. The 
greatest increase, of course, was registered in 
group which jumped from $128,344,776 to 
$278,360,802. 


Pan-American Life Holds 
Convention 

Over fifty Louisiana representatives of the 
Pan-American Life Insurance Company met 
in convention in New Orleans on November 
7 and 8 to attend a two-day school of instruction. 
The principal speakers were Crawford H. Ellis, 
president; Dr. E. G. Simmons, vice-president 
and general manager; E. J. McGivney, vice- 
president and general counsel; Dr. Marion 
Souchon, vice-president and medical director, 
and Miss B. B. Macfarlane, agency supervisor 
for Louisiana. 


New Officers of Texas Association 

Sam R. Weems of Dallas was elected presi- 
dent of the Texas Association of life under- 
writers at the annual convention held at Dallas 
last week. R. A. Hilton of Austin was named 
vice-president and David Johnson of Houston 
secretary-treasurer. 

The convention was an annual sales congress 
where the chief addresses were made by W. A. 
Tarver, chairman of the Board of Insurance 
Commissioners; George E. Lackey, of Okla- 
homa City, and O. D. Montgomery, of Dallas. 


Indianapolis Actuaries Meet 

The Indianapolis Actuarial Club held its 
regular monthly meeting on Tuesday evening, 
November 12, at the Columbia Club. The 
subject for discussion was “A Review of 
Disability Insurance and of Current Disability 
Problems,” the discussion being led by Harold 
G. Walton, actuary of the Indiana State In- 
surance Department. 
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Group Insurance Solves Big 
Industrial Problem 


Tends to Reduce Labor Turn- 
over Is Consensus of Opinion 
from Employers 





National Survey Conducted 





Data Compiled by National Industrial 
Conference Board Favorable to 
Insurance 





New York, N. Y., November 13.—A method 
of combating labor turnover, the bugbear of 
the industrial world for centuries, which oper- 
ates within certain limitations, has been found, 
according to the National Industrial Conference 
Board. This is disclosed in a report of this 
board on group insurance, which says: 

“Tt may be seen from the following tabula- 
tions that a majority of employers, who sup- 
plied the data for this study, feel that group 
insurance tends to reduce labor turnover, that 
it assists the industrial worker and his family, 
and that it creates good will and greater co- 
operation between management and labor.” 

The National Industrial Conference Board, 
an organization whose activities are unbiased 
and for the good of all business, sent a ques- 
tionnaire to 776 employers of labor and tabu- 
iated the answers as follows: 314 reported 
favorable reaction on the part of employes to 
group insurance, good will created and greater 
cooperation received, with its attending reduc- 
tion in labor turnover. While 148 employers 
reported a marked decrease in turnover, only 
38 said that group insurance had no effect on 
the problem. Five employers were of the 
opinion that group insurance did not benefit 
employes and their dependents. Offsetting this 
152 employers replied that group insurance 
assists employes and dependents. 

Insurance companies generally have realized 











However Hard 


a Life Insurance Agent 
may work to produce bus- 
iness, his chances of suc- 
cess are better when he 
represents a fine old insti- 
tution such as the 


Massachusetts Mutual 
Life Insurance Company 


Springfield, Massachusetts 
Organized 1851 


More Than a Billion and Three-Quarters of 
Insurance in Force 

















A Record Year’s Work 


Special Agent Writes Eishty-Five 
Contracts, Five to Fifty Thou- 
sand, in Twelve Months 
An outstanding example of selling ability has 
recently been given by Max W. Williams, a 
special agent of Stewart, Hencken & Will, Inc., 
80 Maiden Lane, New York City, general 
agents of the Prudential Insurance Company 

of America. 

On November Ist, Williams had hung up a 
record of an application a week for one full 
year. During this time he wrote a total vol- 
ume of $1,052,875 of life insurance with a total 
of eighty-five (85) applications. No single 
application was for an amount larger than 
$50,000 or smaller than $5,000. During the 
fifty-two week period only four lapses, amount- 
ing to $18,000, occurred in Williams’ total busi- 
ness and only $50,000 of insurance was re- 
jected. 











that groups consisting largely of women, un- 
married and young employes were hard to in- 
terest in insurance. In keeping with this, the 
Board found seven employers who reported that 
“sirls and women did not appreciate insurance” 
and 23 that “unmarried and young employes do 
not appreciate group insurance.” 

One of the most striking features in the his- 
tory of insurance has been the growth of group 
insurance and pensions during the past two de- 
cades. This year, group insurance celebrates 
its twentieth birthday, when in 1909, before 
group insurance in other companies had been 
adopted, the Metropolitan Life Insurance Com- 
pany inaugurated an experiment in insurance 
on the group principle in its Industrial depart- 
ment, and in this respect was the pioneer in 
this field. 

While employers of labor, as a whole, are 
realizing that group insurance and pensions 
plans efficiently managed, are an aid to in- 
dustry, self-administered plans, unless estab- 
lished on a sound actuarial basis, are many 
times costly and inefficient. 











The First Supplement to The 
Handy Guide, 1929 


The first supplement to The Handy Guide to Premium 
Rates, Applications and Policies, 1929 edition, has been 
issued by The Spectator Company. This supplement con- 
tains new policy forms and premium rates of several com- 
panies, thus bringing The Handy Guide fully up to date. 


Copies of this supplement will be supplied to those sub- 
scribers to The Handy Guide whose names appear on The 
Spectator Company’s books, at 35 cents each, while the 
price to non-subscribers will be 50 cents. The three supple- 
ments to the 1929 edition of The Handy Guide will be 
furnished to subscribers to that book for $1.00. 


Orders should be addressed to 


THE SPECTATOR COMPANY 


243 West 39TH STREET 
New York 


INSURANCE ExCHANGE 
CHICAGO 


8789 C-5-10-29R 
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The American Automobile 
Insurance Companies 
Render a Specialized Service 


That is the Standard for 


Comparison 


American Automobile !nsurance Company 


American Automobille Fire Insurance Co. 
ST. LOUIS 
L. A. Harris, President 


INSURANCE ON AUTOMOBILES EXCLUSIVELY 








It Really Happened 
(Agent No. 2) 


A. L. Anthony, of El Dorado, Arkansas, 
started with the Inter-Ocean Casualty 
Comparty on August 1, 1929. 


By the end of August he had sent in 32 applica- 
tions on which policies were issued. 


His average betters itself every week, because 
Mr. Anthony has Inter-Ocean Easier-to-Sell 
policies to offer his prospects. 


Others can do as well. 
Write us 


INTER-OCEAN CASUALTY COMPANY 


HOME OFFICE 
CINCINNATI, OHIO 
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Going to Change? Make 
It Your Last Change 


If you go with the Columbus Mutual, you will never 
seek a new connection, for its distinctive system guar- 
antees Lowest Net Cost and Satisfaction to Policy- 
holders and Maximum Compensation and Satisfaction 
to Fieldmen. This Company does not lose Policy- 
holders financially able to keep their insurance in force 
nor does it lose Producing Agents. 


There are no middlemen—General Agents, Branch 
Managers, etc. Great savings, thus effected, go to 


Policyholders and Fieldmen. 


The Columbus Mutual’s Agency Appointing Privi- 
lege opens the door to the most profitable endeavor in 
Life Insurance. 


An immediate inquiry will well repay you. 


COLUMBUS MUTUAL LIFE 


C. W. Brandon, President Columbus, Ohio 





Equitable Life and Casualty Insurance Company 


OFFERS: The public the greatest value on the market including, Life time 
benefits—dividends—non-prorating and non-cancellable features—Backed 
d a second to none claim paying reputation. 

© real producers, high first commissions, substantial renewals and bonus. 
Exceptional opportunity for district managers now in Illinois, Kentucky, 
California, Colorado, Oklahoma and Indiana. 


360 North Michigan Ave., Chicago, Illinois 
































Disability “Duty” 


With the announcement of standard provisions, some wide- 
awake salesmen have assumed it to be their duty to go out and 
tell the world to hurry up and buy a disability bargain, because 
rates and conditions soon will change. 


That is a short view and is poor salesmanship. If disability 
is being changed because it is not satisfactory to the companies, 
life underwriters should act as protectors of their employers and 
not as agencies for unduly increasing the loss. Their duty is 
to their companies and policyholders’ interests under existing 
contracts. They owe no duty whatever to present policy- 
holders or to new prospects to induce them to buy something 
which may be sold ataloss. Selling to cover definite and speci- 
fic needs is the right and only right sales motive. 


Home Offices want all the good new business they can obtain, 
if properly sold. They don’t want a single dollar that has been 
sold because of the coming change in disability. 


Wm. A. Law, President 


Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pres. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Independence Square 


Founded 1847 
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Canadian Life Companies May Alter 
Investment Program 


Recent Conditions in the Stock Market Likely to 
Bring About More Strict Supervision 
According to Current Rumor 


ITHOUT there having been any 

\ \ intimation from the minister of 

finance, Hon. James A. Robb, there 
is considerable comment current that the ex- 
tensive fluctuations in the market value of 
common stocks that he has concluded that it 
would be an unsafe policy for life companies 
to invest more than a certain restricted fer- 
centage of their liquid assets in such securities. 

While the tremendous slump in the stock 
markets recently are fairly sure to have de- 
cisive influence on the administration of the 
life companies of the Dominion, yet there is 
not the slightest hint that any Canadian com- 
pany has had a hard time of it owing to the 
recent slump. It is felt, however, that if there 
is not some restriction upon the amount of 
money as compared with their aggregate assets, 
that a life company may put in common stocks. 
there may be trouble in the future. 

The Insurance Act now allows a life in- 
surance company to invest all its assets in this 
type of security and certain portions were 
placed in the Act to keep within due bounds 
of the best securities of the companies’ invest- 
ments: There are no restrictions in the Act on 
the amount of the assets a company may invest 
in any security, and a company might have all 
its assets invested in common or preferred 
stocks, or bonds or debentures. In late years 
when the market has experienced rises, a num- 
ber of the companies have placed a large and 
increasing proportion of their assets in this 
class of security, and it is likely in the recent 
past that many of theme suffered largely in 
paper losses. 

The Finance Minister will now likely try 
to restrict the amount of assets a company 
may invest in securities classed as speculative. 
He has been negotiating, it is believed, with 
the companies recently, and the latter may of 
their own accord agree to restrict their prac- 
tices in this manner. He may restrict the 
buying of common stocks of life companies 
to probably one or two per cent of the aggre- 
gate outstanding capitalization of the particular 
company concerned. 

The Canadian Life Insurance Officers’ Asso- 
ciation meeting will be held in Toronto on 
November 15th, when, it is understood, G. D. 
Finlayson, superintendent of insurance for 
Canada, will be present and will present at the 
meeting the proposals of the government with 
regard to the matter. 


The only present restrictions upon life com- 
pany investments are as follows: 


“First mortgages up to 60 per cent of 
appraised value; government and municipal 
bonds; corporation bonds secured by mort- 
gage; preferred stock corporations which 
have paid dividends regularly for the pre- 
ceding five years; and common stocks of 
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corporations which have paid dividends 

regularly for the preceding seven years. 

such dividends being not less than 4 per 
cent per annum, or $500,000 in amount.” 

At the last annual meeting of the Sun Life 
of Canada, T. B. Macaulay, president of the 
company, had the following to say en the 
common stock situation: 

“Our investment policy is a distinguishing 
characteristic of the company. Our develop- 
ment and prosperity would have been impossihle 
but for our investment policy, and our invest- 
ment policy could not have been pursued but 
for the wise investment provisions of our 
Canadian Insurance Law. That law stands be- 
fore the world as a monument to the wisdom 
of our Dominion Parliament. Companies of 
many other lands are either permitted unwise 
freedom, or hampered by restrictions, equa!ly 
unwise, which prohibit investment in many of 
the most desirable securities. The Canadian 
law, by contract, permits reasonable freedon: 
to the companies, while fully safeguarding 
policyholders. 

“For a very considerable part of our invest- 
ments we must look to those classes of common 
stocks which are authorized by our Canadian 
Act. Fortunately, when the same degree of 
care as is necessary for safety in selecting 
mortgages and bonds is applied to the selection 
of common stocks, especially within the con- 
servative limits laid down by the Act, these 
selected securities are, in the judgment and 
experience of the thoughtful and well-informed, 
among the choicest and safest of all invest- 
ments, and by far the most profitable and 
desirable. 


Mortgage Investments 

“Consider mortgages. What company has 
not suffered losses, and sometimes very heavy 
losses, on its mortgage investments? As to 
bonds, some people seem to consider that there 
is magic security in the label “bond.” ‘This 
popular belief is not supported by experience. 
The surplus earnings and margins of many 
companies, over and above the dividend re- 
quirements of their stocks, are much greater 
than the surplus earned by other companies 
in excess of the interest requirements of their 
bonds. Few experienced financiers would claim 
that the bonds usually offered are safer, or 
even as safe, as stock of such companies as 
the Montreal Life. Heat & Power, American 
Telephone and Telegraph, Commonwealth 
Edison, and many others I could name. The 
payment of the interest on the bonds is cer- 
tainly no more sure than the payment of the 
dividends on the stocks. In the very unlikely 
event of the dividend on any such choice stock 
being reduced, it would be certain to be far 
more than offset by increases in the dividends 
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on others. Our own average interest rate has 
been steadily mounting year after year. 

“Our Canadian law wisely excludes stocks 
of all companies that do not have a long record 
of dividend paying and prosperity. But we 
go much farther than that. We limit our- 
selves almost entirely to corporations that have 
attained outstanding financial strength, with 
great reserves and resources already established, 
that supply some product or service essential 
to the life of the community, and that usually 
are dominant in their respective spheres. Such 
corporations have their roots deep in the life of 
the nation itself. The nation cannot grow and 
prosper without their growing and prospering. 
The operations of such corporations can hardly 
fail to expand, and their profits to increase, 
surely and steadily; and this is but another way 
of saying that the stocks of such select and 
outstanding corporations can hardly fail to be 
of greater intrinsic value five, ten and twenty 
years hence than they are today. 

“Let me repeat what I have said on many 
occasions. We do not speculate. We buy to 
keep. We never sell a stock merely because 
it has risen to a high figure. Stock exchange 
quotations influence our decisions as to whether 
we should sell. If quotations are high, we 
can ignore them, and, in fact, do ignore them. 
There is no department of a company’s business 
which deserves closer study and investigation 
than the investment of its funds. No other 
department will give such a generous return 
for the attention devoted to it.” 














TENTH SUCCESSIVE 
GAIN in 1929! 


Directly following our announcement 
of a DEFINITE SALES PLAN for 
1929, including the new Illustration 
Book, a 40% dividend increase and 
a complete new line of children’s 
policies with the new PAYOR IN- 
SURANCE FEATURE, production 
has steadily increased month after 
month. 

For ten consecutive months in 1929 
Mutual Trust has shown a gain in 
both written and paid business. The 
average gain in written business is 
23.4% and 34% in paid business. 
These steady and consistent in- 
creases month after month prove 
conclusively that Mutual Trust is 
| growing at an upusual pace. Such 


gains and such progress cannot mere- 
ly be the workings of fate. THERE 
MUST BEAREASON. Our booklet 
“DRIVING HOME THE FACTS” 
will be sent to you upon request. 


CARL A. PETERSON, Vice-President 


Mutual Trust 


LIFE INSURANCE’ COMPANY 


EDWIN A. OLSON, President 
77 West Washington Street 
Pe py 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
JANUARY 1, 1929, STATEMENTS 


NEAL BASSETT, President JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY 











OF NEWARK, N. J. SURPLUS 

ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 

$56,065,676.33 $19,562,549.89 $13,500,000.00 $23,003,126.44 $36,503,126.44 
HENRY M. GRATZ, President NEAL BASSETT, Vice-Pres’t 


JOHN KAY, V.-Pres’t A. H. HASSINGER, V.-Pres’t WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 
ORGANIZED 1853 


THE GIRARD F. & M. INSURANCE CO. 


OF PHILADELPHIA, PA. 





$ 6,036,606.06 $ 2,834,467.72 $ 1,000,000.00 $ 2,202,138.34 $ 3,202,138.34 
NEAL BASSETT, President JOHN KAY, Vice-Pres. and Treasurer 
A. H. HASSINGER, Vice-Pres’t WELLS T. BASSETT, Vice-Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 


ORGANIZED 1854 
MECHANICS INSURANCE CO. 
OF PHILADELPHIA, PA. 
$ 4,881,357.40 $ 2,770,413.44 $ 600,000.00 $ 1,510,943.96 $ 2,110,943.96 


NEAL BASSETT, President JOHN KAY, Vice-Pres’t and Treasurer 
A. H. HASSINGER, Vice-Pres’t WELLS T. BASSETT, Vice-Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 


ORGANIZED 1866 


NATIONAL-BEN FRANKLIN FIRE INS. CO. 


OF PITTSBURGH, PA. 








$ 5,021,040.43 $ 2,502,743.59 $ 1,000,000.00 $ 1,518,296.84 $ 2,518,296.84 
A. H. TRIMBLE, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A.H. HASSINGER, V.-Pres’t WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


ORGANIZED 1871 
SUPERIOR FIRE INSURANCE CoO. 
OF PITTSBURGH, PA. : 
$ 4,837,239.59 $ 2,492,228.84 $ 1,000,000.00 $ 1,345,010.75 $ 2,345,010.75 


W. E. WOLLAEGER, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V.-Pres’t WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


ORGANIZED 1870 
CONCORDIA FIRE INSURANCE CO. 
OF MILWAUKEE, WIS. 
$ 5,359,804.52 $ 2,486,092.08 $ 1,000,000.00 $ 1,873,712.44 $ 2,873,712.44 


CHARLES L. JACKMAN, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V.-Pres’s WELLS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


ORGANIZED 1886 


CAPITAL FIRE INSURANCE CO. 


OF CONCORD, N. H. 
$ 666,598.88 $ 196.08 $ 300,000.00 $ 366,402.80 $ 666,402.80 


CHARLES L. JACKMAN, President ORGANIZED 1905 M. R. JACKMAN, Vice-Pres’t 


UNDERWRITERS FIRE INSURANCE CO. 


OF CONCORD, N. H. 
$ 175,689.24 $ None $ 100,000.00 $ 75,689.24 $ 175,689.24 


CHAS. H. YUNKER, President ORGANIZED 1852 A. W. GROSSENBACH, Vice-Pres’t 


MILWAUKEE MECHANICS INSURANCE CO. 


OF MILWAUKEE, WIS. 

















$12,792,945.35 $ 7,243,098.89 $ 2,000,000.00 $ 3,549,846.46 $ 5,549,846.46 
NEAL BASSETT, Chairman of Board 
J. SCOFIELD ROWE, President E. J. DONEGAN, V.-Pres’t & Gen’! Counsel S. WM. BURTON, Vice-Pres’t 
J.C. HEYER, Vice-Pres’t EARL R. HUNT, Vice-Pres’t WM. P. STANTON, Vice-Pres’t S. K. McCLURE, Vice-Pres’t 


JOHN KAY, Vice-Pres’t A. H. HASSINGER, Vice-Pres’t WELLS T. BASSETT, Vice-Pres’t E.G. POTTER, 2d Vice-Pres’t 
ORGANIZED 1874 


METROPOLITAN CASUALTY INSURANCE CO. 


OF NEW YORK, N. Y. 





$15,452,308.70 $10,173,698.43 $ 1,500,000.00 $ 3,778,610.27 $ 5,278,610.27 
C. W. FEIGENSPAN, President W. VAN WINKLE, Vice-Pres’t & Gen’! Mer. 
WINTON C. GARRISON, Vice-Pres’t & Treas. ORGANIZED 1909 E. C. FEIGENSPAN, Vice-Pres’t 


COMMERCIAL CASUALTY INSURANCE CO. 


OF NEWARK, N. J. 
$14,975,568.30 $ 9,975,568.30 $ 2,500,000.00 $ 2,500,000.00 $ 5,000,000.00 


TOTAL NET PREMIUMS $50,467,137.06 


EASTERN DEPARTMENT 





WESTERN DEPARTMENT 10 Park Place PACIFIC DEPARTMENT 
00 Rah ot, Sie Ill. Newark, New Jersey . 4 Remaneve Sosest ; 
~A. » Manager an Francisco, California 
Aas’: Mamagure pric --aenetigonte W. W. & E. G. POTTER, Managers 
H. R. M. SMITH 461-467 Bay St., Toronto, Canada Ass’t M 
JAMES SMITH FRED W. SULLIVAN MASSIE & RENWICK, Ltd., JOHN R. COONEY 


anagers 


- | 
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Last Year a Good One for 
Companies in Michigan 


Loss Ratio of All Companies 
Averaged 44.77, Lowest 
Since 1906 


Hartford Led in Fire Premiums. 


Total Fire Losses for Year Amounted 
to $12,236,241 for All Com- 


panies 





Lansinc, Micu., November 13.—Detailed 

figures on operations in Michigan during 1928 
have just been disclosed in the annual report 
of Commissioner Charles D. Livingston to 
Gov. Fred W. Green. The report, the 59th an- 
nual one of the department, discloses that the 
fire companies probably enjoyed their most 
profitable year in history as the loss ratio for 
all companies averaged 44.77 per cent, the low- 
est figure since 1906, while the second largest 
volume ever written was recorded. The big- 
gest year from the standpiont of premiums 
was 1925, but the loss ratio that year was 61.84 
per cent. 

The report was not preceded by a prelim- 
inary report this year, as has been the usual 
custom is the past, so most of the statistics are 
now disclosed for the first time. 

While the stock company loss ratio was not 
quite as low as the general average it was suf- 
ficiently low to provide a reasonable under- 
writing profit to nearly all of the carriers. The 
Michigan companies outdid the other stock car- 
riers with a loss ratio of 39.73 per cent, while 
the loss ratio of U. S. stock companies was 
47.71 per cent and that of the foreigns 50.77 per 
cent. The general stock average was 47.88 per 
cent. 

The leaders in net premium volume were 
shuffled somewhat during the year, the report 
reveals. The Hartford, former leader of the 
fire companies, while retaining the leadership 
in purely fire premiums, with a total for that 
classification of $791,055, was exceeded in total 
premiums by the National which showed a vol- 
ume of $639,098 in fire business and a total of 
$1,087,823, as against the Hartford’s total of 
$929,691. Both companies showed loss ratios 
on fire business of a fraction over 50 per cent. 

The Great American had the second highest 
fire premium total with $665,710 but ranked 
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Illinois Fieldmen to Improve 


Collection Methods 





Unwillingness of Companies to 
Enter Delinquent Agencies 
a Great Help 

Cuicaco, Itt., November 4.—The casualty 
field men of Illinois opened the way to improv- 
ing the collection of past due agency balances 
on casualty premiums here on Monday at the 
November meeting of the casualty field club of 
Illinois. 

It was pointed out that the field men of the 
fire insurance companies, through their balance 
committees, cooperate splendidly in collecting 
past due balances both by taking up the sup- 
plies of delinquent agents, and by the unwilling- 
ness of other companies to then enter such an 
agency. 

It was pointed out that in many instances the 
fire company field men had taken prompt action 
to collect past due balances but that no pro- 
vision was made for the balances of the cas- 
ualty companies. 








fourth in total business, which amounted to 
$840,844. The Insurance Company of North 
America rank third in total premiums with 
$876,078. Its loss ratio on fire business was 
39.03 per cent while that of the Great American 
was 41.51 per cent. The other leading fire car- 
riers’ total net premium volume and fire loss 
ratios were as follows: Home, $784,890, 56.38 
per cent; St. Paul Fire & Marine, $648,107, 
35.32 per cent; A®tna, $631,710, 59.55 per cent; 
Springfield Fire & Marine, $596,621, 42.06 per 
cent; Continental, $592,312, 41.70 per cent; 
Globe & Rutgers, $558,263, 37.81 per cent; 
American of Newark, $519,821, 41.33 per cent. 

Among the foreign stock companies, the 
North British & Mercantile was the leader with 
a net premium volume of $453,435. 

While the stock carriers, as usual, wrote all 
but a relatively small percentage of the fire 
business, the Michigan Millers of Lansing had 
a sizable volume of $366,703 to lead the mu- 
tuals by a wide margin. All but $25,000 of the 
Lansing mutual’s business was of the strictly 
fire variety. Its loss ratio was 43.80 per cent. 
The stock carriers wrote net premiums totaling 
approximately $30,000,000 as compared with 
about $4,000,000 for the mutuals and a negligible 
$240,000 by the reciprocals. 

Total fire losses for the year amounted to 
$12,236,241 for all companies. 






Goodwin’s Petition Stirs 
Massachusetts 


Former Registrar Charges At- 
torney General Favors Insur- 
ance Interests 


Backs State Fund Demand 








Says Action on Initiative Petition De- 
layed in Order to Permit Federation 
to Formulate Defense 





Boston, November 8.—A situation of con- 
fusion which is likely to turn into a first class 
row is arising out of the three-sided clash over 
Goodwin’s referendum petition seeking legisla- 
tion to substitute a State motor vehicle insur- 
ance fund for the present automobile insurance 
law. 

Frank H. Goodwin, former registrar of mo- 
tor vehicles and recently appointed chairman of 
the Boston Finance Association is again in the 
thick of the fray and has made the charge that 
Attorney-General Joseph Warner has deliber- 
ately delayed action on the initiative petition 
for the State fund bill “so that the insurance 
people will have time to act” and block the 
petition from reaching the legislature. This 
was the charge hurled by Frank A. Goodwin 
at the attorney general and the insurance com- 
panies over the weekend. 


Files Two Petitions 

Mr. Goodwin’s linking of the attorney gen- 
eral with the insurance company interests was 
coincident with the filing of two petitions by 
the counsel for the Insurance Federation of 
Massachusetts, Saturday, in the Supreme Judi- 
cial Court for the purpose of blocking thé in- 
itiative proposal. One of the petitions was for 
a writ of certiorari, in which the attorney gen- 
eral is named as respondent, which seeks to 
quash his certification of the State fund in- 
itiative petition. The second seeks a writ of 
mandamus to restrain the secretary of State 
from providing blanks for use of signers of 
the initiative petition, from printing at the top 
of such blanks a description of the proposed 
measure, from transmitting the petition to the 
Legislature, and from submitting the measure 
to the people at the next state election. 

In the meantime, the attorney general has 


(Concluded on page 31) 
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Why Fire Insurance Rates in Kentucky 
Are High 
Actuarial Bureau’s Reply to Discrimination 


Charge Is Splendid Essay in 
Rate-Making 


Franxkrort, Ky., Nov. 11—Alleged discrimi- 
nation against Kentucky policyholders by fire 
insurance companies, as compared with rates in 
Ohio and Indiana, has been brought to the at- 
tention of the Kentucky State Progress Com- 
mission by Ira E. Yelton, president of the 
Chamber of Commerce of Butler. 

The complaint, filed with the Kentucky De- 
partment of Fire Prevention and Rates, was for- 
“Svarded to G. H. Parker of Louisville, Ky., 
manager of the Kentucky Actuarial Burezu, 
who made an exhaustive report of the reasons 
for the alleged discrimination, citing the aver- 
age rate and the losses paid over a 10-year pe- 
riod in the States of Ohio, Indiana and Ken- 
tucky. 

The key to the Kentucky situation, according 
to Mr. Parker, is in the hands of Kentuckians 
themselves, who should see that certain munici- 
pal taxes are eliminated, States taxes reduced, 
negligent communities educated to remove exist- 
ing hazards and State legislation procured to 
permit territorial classification, so that the care- 
ful community may not be penalized for the 
losses incurred by the careless community, all 
of which are reflected in the State-wide rate, the 
actuarial bureau head states. Legislation to 
correct the latter defect was proposed at the 
last session of the General Assembly, the bu- 
reau manager says, but failed to pass. 

The letter, outlining the actuarial bureau’s 
view on the subject addressed to George 
Keenon, deputy State auditor, and head of the 
State department of Fire Prevention and Rates, 
follows in part: 


I have gone over very carefully the letter 
addressed to Bush Allin under date of October 


1 by Frank Dunn, executive secretary of the 
Kentucky Progress Commission, together with 
the letter to the commission dated September 27 
from Ira E. Yelton, president, Butler Commer- 
cial Club. This correspondence brings up a 
very interesting subject, namely, a comparison 
between the fire insurance rates in Kentucky 
and those in Indiana and Ohio and the reason 
why the rates in Kentucky are higher than those 
in the adjoining States on the north. This is a 
subject that should be brought forcibly to the 
attention of all citizens in Kentucky and I know 
of no better organization to do this than the 
Kentucky Progress Commission, for it has the 
respect and confidence of the people and is vi- 
tally interested in developing our State and 
saving money for our citizens. 

The following tabulations have been pre- 
pared to show the present fire loss ratio in these 


three States as well as a hypothetical loss ratio 
arrived at by comparing the actual losses in 
Kentucky with the premium income for Ken- 
tucky figured on the basis of the level of rates 
in each of these States. This tabulation was 
prepared from the publication entitled “Insur- 
ance by States,” published by the Weekly Un- 
derwriter, who compiled the figures from the 
annual reports of the fire insurance companies 
as filed with the various State insurance depart- 
ments. 

Your special attention is called to the fact 
that Kentucky has the highest average rate, as 
well as the highest loss ratio, and it will be 
noted that the average rate in Indiana is some- 
what lower and so is the loss ratio. Ohio has 
the lowest average rate.of the three and like- 
wise has the lowest loss ratio. With expenses 
averaging approximately 45 per cent, it will be 
seen that there is a favorable trade balance in 
both Ohio and Indiana, for either a five or ten- 
year period. but there is a red balance in Ken- 
tucky for both periods. It is only right and 
proper that the rates in Indiana should be less 
than those in our own State, because the loss 
ratio is less, and, likewise, the rates in Ohio 
should be lower than those in Indiana, because 
the loss ratio is lower and has remained lower 
over a long period of years. 

Now let us look at the last column and see 
what the results would have been in Kentucky 
if the rates in Kentucky were the same as those 
prevailing in Indiana or Ohio. 


Five-Year Period—1924 to 1928 Incl- 


The Ohio rate level would produce a loss 
ratio of 96.1 per cent or nearly double the actual 
loss ratio in Ohio, and under this level of rates 
the insurance companies would be paying the 
Kentucky policyholders approximately $141.10 
for every one hundred dollars received. 

The Indiana rate level would produce a loss 
ratio of 45.4 per cent higher than the actual In- 
diana ratio and with this level of rates in Ken- 
tucky, the insurance companies would be paying 
the Kentucky policyholders approximately 
$125.10 for every one hundred dollars received. 

It should be quite obvious that those lower 
rate levels would not be possible in Kentucky 
with the high loss ratio of this State. 


Ten-Year Period—1919 to 1928 Incl. 


The Ohio rate level would produce a loss 
ratio of 83.9 per cent or nearly double the actual 
Ohio ratio and the insurance companies would 
be paying the Kentucky policyholders approxi- 
mately $138.90 for every one hundred dollars 
received, if this lower level were in effect. 

The Indiana sate level would produce a loss 
ratio of 37.8 per cent higher than the actual 
Indiana ratio and under this level of rates the 
insurance companies would be paying the Ken- 
tucky policyholders $125.50 for every one hun- 
dred dollars collected. 


10-YEAR PERIOD 1919 TO 1928 INCLUSIVE 


Fire Only Premiums 


$98,908,358 


138,712,478 


287,124,661 


5-YEAR PERIOD 1924 TO 1928 INCLUSIVE 
— — am 





$51,671,351 
73,958,040 
150,167,305 


Fire Insurance 


Kentucky Loss Ratio 
Level of Rates Where 
State Indicated 

TR 


Loss 
Ratio 


Losses 
Paid 

$58,281,195 
70,808,819 

137,461,067 


Average 
Rate 
1.210 
0.933 
0.775 





a 


32,360,018 
39,688,408 
74,945,428 


1.14 
0.91 
0.74 


Two New Companies Organized 

in Des Moines Recently 

Two new insurance companies have just been 
organized in Des Moines and authorized to 
transact business by the State department of 
insurance. The Atlas Mutual Insurance Asso- 
ciation of Des Moines, which is opening Offices 
in the Fleming Building, will write a general 
fire, tornado, and automobile insurance. 

The officers are William Wilkinson, presi- 
dent, Alexander MacRae, vice-president and 
treasurer, who with Gordon S. Becker and 
Victor H. Ellingson constitute the directory. 

All of these men have had practical experience 
in the business of insurance in various positions 
from solicitor to manager. 

Articles have been filed for the Hercules Cas- 
ualty Company of Des Moines, to do a general 
casualty insurance business. 

Officers are Alexander MacRae, president, 
Wiliam Wilkinson, vice-president and William 
A. Wilkinson, secretary, who with T. H. Nel- 
son and V. H. Ellingson constitute the board 
of directors. Offices for this company will be 
in the Fleming Building also. 








These tabulations demonstrate very forcibly 
the fact that rates are low where losses are lew. 
The fire insurance companies are losing money 
in our State and as long as this situation exists 
the rates must continue to be higher than in the 
States adjoining on the north. 

Fire insurance rates are based on two factors, 
the losses in the State and the expenses in the 
State. The losses involve the interest of the 
community as well as the interest of the indi- 
vidual. If the city takes every precaution to 
prevent fires by maintaining an adequate and 
efficient water supply and fire department and 
maintains the proper supervision over the con- 
struction of buildings, the installation and main- 
tenance of standard electric wiring, the control 
of mercantile and manufacturing risks handling 
hazardous materials, and if the individual will 
build as to avoid fires, installing standard chim- 
neys and flues, using only non-inflammable roof- 
ing materials, and will adopt proper fire pre- 
vention methods in keeping the premises clean 
and safeguarding all known hazards, then the 
loss ratio will go down. 

If every policyholder realized that he pays for 
the dishonest loss of his neighbor, because such 
losses keep the ratio to a point where rates 
cannot be reduced, perhaps he would be more 
energetic in assisting in stamping out this evil. 
One of the chief difficulties in preventing dis- 
honest losses is the provision in the Kentucky 
Insurance Laws requiring the fire insurance 
companies to pay the full amount of the policy 
in case of total loss regardless of what the value 
may be. This statute enables the dishonest men 
to actually collect more than the building is 
worth. As long as the laws of the State make 
fires profitable, there will be dishonest losses 
and other property owners will suffer be- 
cause of the resulting high loss ratios and high 
rates. The average citizen seems to take the 
position that such fires are no concern of his, 
because the insurance company either pays or 
stands the expenses of the law suit, and the 
average jury seems to feel it is a case of a 
citizen against a corporation and the corporation 
should pay, but in the long run the apparently 
uninterested citizens pay through higher insur- 
ance rates. 

The insurance companies do everything with- 
in their power to discourage dishonest losses 
and to encourage fire prevention to reduce losses, 
but unless the property owners are alive to the 
situation, little is accomplished. 


Tue SPECTATOR 
November 14, 1929 








he 


i- 


ig 
i 























Pacific American Fire Endorses 
National Association 


Future Agency Appointments Will 
Exclude Non-Members of National 
Assn. of Insurance Agents 


Effective January 1, 1930, all agency appoint- 
ments of the Pacific American Fire Insurance 
Company, Los Angeles, Cal., will be restricted to 
agents who are members of State Associations 
affiliated with the National Association of Insur- 
ance Agents and where no State Association 
exists, to agents who are individual members of 
the National Association. ‘This announcement 
was made by D. W. Pierce, vice-president and 
general manager of the company who informed 
Percy H. Goodwin, chairman of the executive 
committee of the National Association of the 
company’s decision in a letter at the meeting of 
the California Association of Insurance Agents 
at Oakland, November 7. 


Mr. Pierce’s letter to Mr. Goodwin reads in 
part: 


We believe in company organization, likewise 
in agents’ organizations, and feel that the most 
important step for advancement in our business 
today is to bring about this closer spirit of co- 
operation between companies and their agents, 
which cannot help but improve the business as a 
whole, and at the same time develop a better 
understanding on the part of the insuring public. 

With this thought in mind and a desire on our 
part to do what we can in our small way to bring 
about some improvement in the present condi- 
tions for all concerned, we have decided that 
on and after January 1, 1930, all agency ap- 
pointments for Pacific American Fire Insur- 
ance Company will be restricted as follows: 
first, to agents who are members of State Asso- 
ciations in those states where the State Asso- 
ciation is affiliated with the National Associa- 
tion; second, in states where there is no State 
Association affiliated with the National Asso- 
ciation, then the appointments to be restricted 
to agents who are individual members of the 
National Association until such time as in that 
state there is a State Association affiliated with 
the National Association. 

We realize that many of the best agents 
throughout the country may not belong to either 
State or National Associations, but we believe 
that these agents will eventually be anxious io 
become a part of these organizations, and we 
are willing to lend our support to bring about 
a constructive policy, which we believe will be 
for the benefit of the insuring public, the com- 
panies and their representatives. 


The Pacific American Fire Insurance Com- 
pany was organized in the latter part of 1928 
by interests identified with the Pacific Mutual 
Life Insurance Company and the Pacific Amer- 
ican Indemnity Company. Percy H. Goodwin 
is a director of the company. At present the 
company is doing business only in the State of 
California. 


W. B. Wisdom Married 

New Or.eans, La., Nov. 4—W. B. Wis- 
dom, advertising manager for the Union In- 
demnity and its affiliated companies, and Miss 
Mary Freeman, of New Orleans, were married 
in Trinity Episcopal Church in this city on 
Oct. 30 Mr. and Mrs. Wisdom are away on 
an extended wedding trip. 
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They Still Ride in Trolleys 


Hartford Fire Believes Street Cars 
Fine Medium for Advertising; 
Offers Special Service 

According to proved statistics, says the Hart- 
ford Agent, organ of the Hartford Fire and 
the Hartford Accident and Indemnity Com- 
pany, the entire population of any given town 
or city rides in the street cars in a single day. 
Figures also show that automobile owners are 
heavy users of trolley cars, a recent investiga- 
tion disclosing that owners of autos actually 
ride on the street cars on an average of thirty- 
two times per month. 

Accordingly, the Hartford Fire has an- 
nounced a new street car advertising service for 
its agents who are in a position to use it in 
trolleys and busses in their own towns and 
cities. Striking designs featuring the well- 
known Hartford Fire Hellion will be the motif 
for these cards which will be executed in red 
or black. 

Another new service just inaugurated by the 
Hartford’s advertising department is a special- 
ized window display service. Suggestions will 
be offered to agents who have such space avail- 
able, individual displays will be planned, and 
in special cases trained window display men 
will be sent out in the field to install effective 
window displays for agents. 





The Terry-Marsh-Cummins Company of Cynthiana, 
Ky., was formed this week to do a general insurance 


business in that city. The members of the firm are 


H. R. Terry. 


Insurance News and 


OMORROW, Chapter 116, laws of 1929, 
| State of New Jersey, becomes effective. 
This relates to the newly enacted meas- 
ure known as the New Jersey Financial Re- 
sponsibility Law. 
* * * 

In his recent.interesting and instructive talk 
over the radio, E. C. Graff, manager of the 
Newark office of the General Accident Assur- 
ance Corporation, stated that the legislature of 
New Jersey has been foremost in the adoption 
of legislation which has become national in 
scope. He called attention to the fact that New 
Jersey was the first state to enact a constitu- 
tional Workmen’s Compensation Act and so now 
it takes its place with the leaders in adopting 
the Responsibility Law. Workmen’s Compen- 
sation insurance has become universal and to- 
day all of the States in the Union except four 
have this class of insurance. He also remarked 
that it was contemplated that the new Responsi- 
bility Law will, eventually, remove from the 
highways the operations of all automobiles 
financially unsecured and, of far greater im- 
portance, to reduce the number of accidents. 

xk *k x 


As the middle of November approaches the 
indications are that a goodly number of the prin- 
ciple agents in Bergen County have “cleared.” 
A few, although not having actually severed 
connections with their non-affiliated companies, 
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Texas Court Decision Constant 
Subject for Discussion 





Many Lawyers and Insurance Men 
Claim Ruling Sets Precedent in 
Commission Matters 

Da.titas, Texas, November 9.—The probable 
effect of the recent decision of the Texas Su- 
preme court on the right of two or more fire 
insurance companies to attempt to fix commis- 
sions to be paid agents for business in Texas, 
on the outcome of the suits of the four Dallas 
companies against the board of insurance com- 
missioners, seeking to inavlidate its order of 
last May fixing the maximum commissions to 
be paid fire insurance agents in Texas at 20 
per cent, is being discussed in Dallas insurance 
circles. 

The court held that the attempts of the two 
companies to agree to the maximum commis- 
sions they would pay to agents was in violation 
of the anti-trust law, that it prohibited the 
agents from obtaining the highest possible com- 
missions or pay for their services and that any 
such efforts are illegal and unlawful. The de- 
cision, it was pointed out, left the agents free 
to barter for more than the flat 20 per cent the 
two companies involved agreed to pay their 
agents. 

There are insurance men and lawyers in Dal- 
las who claim the decision of the court sets a 
precedent on the matter of commission fixing, 
and that in the absence of laws authorizing the 
board to fix commissions that precedent, very 
likely will be followed in connection with the 
Dallas cases when they come to trial this month. 


Gossip in New Jersey 


have ceased to use them for new business or the 
renewal of expiring lines. 


* * * 


An interesting address on insurance in gen- 
eral and the new motor vehicle financial re- 
sponsibility act in particular, was delivered at 
the November meeting of the Northeast Civic 
Association in Bogota, N. J. Clarence S. Petty, 
prominent in insurance circles, was the speaker 
and he covered in detail the history and growth 
of insurance from the early days. He stated 
that the origin could be traced back four 
hundred years when what was known as a 
guild was formed. This was an organization 
of printers who were banded together to help 
any member who might suffer loss from fire. 
Later on other trades formed similar sociéties. 


* * * 


As a result of the reorganization of certain 
large interests connected with real estate opera- 
tions, mortgage loans and insurance, the Schu- 
macher Corporation has been formed with offices 
in Hackensack, N. J. William Schumacher, Jr., 
is president and treasurer; George W. Gustus, 
vice-president, and L. A. Bayer, secretary. 
Herbert L. Keyes, well known in New York 
City and northern New Jersey as an under- 
writer of practical knowledge and long experi- 
ence, is manager of the department of insur- 
ance. 


Fire Insurance 











22 


Bank Mergers Causing Disquiet 
Among Michigan Agents 





Have Lost Much Business in Past 
Due to Banks Taking Advantage 
of Weak Law 

Lanstnc Micu., Nov. 11.—No matter what 
its effect on the general financial structure of 
Michigan business, the recent trend toward 
consolidation of banks in this State is creating 
some disquiet in agency circles. Two of the 
largest groups in the middle west have been 
formulated within the past few weeks through 
the widespread affiliation of both Detroit and 
out-State institutions with the Guardian Detroit 
Union group and the First National-Wayne 
People’s group. Both of these groups have 
member banks in almost every leading city in 
the State while the former has already taken 
in several small town banks indicating a ten- 
dency to absorb eventually a large proportion 
of the banks and trust companies of the State. 

The mergers have been made possible through 
the passage, by the 1929 legislature, of an 
amendment to the general corporations act 
permitting the acquisition of bank stocks by 
holding companies. The purpose of this seem- 
ingly minor amendment has only been brought 
to light since investigation of the consolidations 
by the banking and attorney general’s depart- 
ments of the State government. Wilber M. 
Brucker, attorney general at the request of 
Rudolph E. Reichert, State banking commis- 
sioner, issued an opinion holding the acquisi- 
tion of bank stocks by companies 
legal but declaring that these holding companies 
may not disturb the organizations of the in- 
dividual banks nor interfere with the policies 
of their local boards of directors. 


holding 


Despite the apparent safeguard lying in the 
legal ruling, the agents are afraid that the 
big groups will dictate insuring policies for 
their affiliated institutions and their legal de- 
partments will seek methods of reducing costs, 
undoubtedly paring premiums and commissions 
through combining blanket bonds or in other 
ways. This tendency on the part of the larger 
banks has been noted for several years and 
Michigan agents were deprived of a lucrative 
business for several years when the banks took 
advantage of a weak law to obtain their blanket 
bond coverages London Lloyds. This 
practice was finally stopped when specific laws 
were enacted forcing the banks, both under the 
banking and insurance codes to obtain their 
coverage from authorized carriers. It is feared 
now, however, that this new deal will upset 
the entire situation and perhaps reduce the 
agencies’ most noteworthy acomplishments dur- 
ing the year of a municipal commercial body. 
Mr. Bierce’s report on the Association of Com- 
merce activity in obtaining the low rates for 
the city was awarded second prize in a compe- 
tition at the recent convention of the Nationl 
Association of Commercial Organization Secre- 
taries, held at Milwaukee. Over 130 such 
reports were submitted in the contest. The 
Grand Rapid Association cleaned up hazards 
so thoroughly, led in fire prevention, and helped 


from 
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Capital Increase Planned by 
American F. and M. 





Galveston Company to Issue 90,000 
Additional Shares of Stock 


Da.tias, Tex., Nov. 11—Plans to increase 
the capital stock of the American Fire and Ma- 
rine Insurance Company of Galveston to $1,000,- 
000 and to erect a modern home office for the 
company are being considered by the board of 
directors of the concern. The stockholders have 
been notified of the proposed action and will in 
the near future express their opinion on the 
matter. 

The present capital stock of the company is 
$600,000, consisting of 60,000 shares of $10 
each. The plan is to increase the number of 
shares by 90,000 making a total of 150,000. It 
is proposed that the additional stock be offered 
the present stockholders at $17 per share and 
that each stock holder be entitled to purchase 
at that figure three shares of new stock for 
every two shares of the old issue. In case the 
stockholders do not take all the additional stock, 
what is left may be offered on the open market, 
or to investment houses, at $22 per share. 


California Association Holds 22nd 


Annual Convention 

The 22nd annual convention of the California 
Association of Insurance Agents is to be held 
in the Hotel Leamington, Oakland, Calif., 
November 7, 8 and 9. Percy H. Goodwin of 
San Diego, who is chairman of the executive 
committee of the National Association of Insur- 
ance Agents, and H. J. Thielen of Sacramento, 
regional vice-president of the organization, will 
be among the speakers. 

The California association was founded by the 
late Fred W. le Ballister and the late L. H. 
Clay. More than 750 members are now ex- 
pected to attend the convention. Of these, 250 
have signed up for the annual golf tournament 
at the Oak Knoll Country Club. 

Among the speakers who will address the 
assembly, besides Goodwin and Thielen, are 
Frederick J. Koster, first vice-president of the 
California State Chamber of Commerce; E. 
Forrest Mitchell, insurance commissioner; and 
Jay W. Stevens, State Fire Marshal. 


Fidelity American Fire Moving 

Houston, Tex., Nov. 12.—The Fidelity Am- 
erican Fire is vacating its present home office 
quarters in the State National Bank Building, 
and is moving into its own home office, a hand- 
some two-story structure at Milam and Jeffer- 
son streets. P. O. Nyberg, secretary-treasurer 
of the company, reports a very satisfactory busi- 
ness of the year 1929. 








in keeping fire fighting equipment up to par, 
that fire rates were granted the city claimed 
to be basically as low as any granted cities 
under 300,000 population. 





T. McCall Frazier Chosen as 
Virginia Commissioner 





Colonel Button’s Successor Is Sur- 
prise Appointment; Managed Suc- 
cessful Pollard Campaign 


T. McCall Frazier, of Bluefield, has been 
designated State Commissioner of Insurance 
and Banking to succeed Colonel Joseph Button, 
whose resignation became effective October 15, 
it has been announced by the State Corpora- 
tion Commission. Mr. Frazier attained State- 
wide prominence here as campaign manager for 
the Democratic cause in the State election just 
ended. 

For seven years Mr. Frazier was secretary 
to George C. Peery, former congressman from 
the Ninth district. Mr. Peery’s appointment to 
the State corporation commission was recently 
announced. 

Mr. Frazier was not among the applicants for 
the directorship of the division of insurance and 
banking, and his appointment occasioned sur- 
prise in some circles. The office carries a 
salary of $5,000 per annum. 

After graduating from Roanoke College Mr. 
Frazier attended the law school at the Uni- 
versity of Virginia. He became Representa- 
tive Peery’s secretary in 1922, and in 1928, he 
was chosen chairman of the Ninth District 
Democratic committee. He gave up both posi- 
tions to become campaign manager for John 
Garland Pollard, in the primary campaign in 
which his candidate was victorious by the larg- 
est majority ever given a primary candidate for 
governor. 

Mr. Frazier was designated campaign man- 
ager in charge of organization for the State 
Democratic committee in the general election 
fight which resulted in a large Democratic ma- 
jority November 5. His designation gives the 
Southeast two major appointments in the cor- 
poration commission, Mr. Peery being a com- 
missioner and Mr. Frazier head of an important 
division of the department of the State corpora- 
tion commission. 

Other commsisioners are Lester Hooker, of 
Stuart, in Patrick County, and W. Meade 
Fletcher, of Sperryville, in Rappahannock 
county. 


North Coast Insurance Investors Ac- 
quire Stock of Nevada Fire 
Through an exchange of stock, the outstand- 
ing capital stock of the Nevada Fire Insurance 
Company of Reno has been acquired by the 
North Coast Insurance Investors, Inc., Ltd., a 
new concern which is capitalized at 120,000 
shares, prior preferred, par value $25 per share; 
120,000 shares of preferred, par value $25 and 
300,000 shares of no par value common stock. 
The investors have been given permission, by 
the State Corporation Department, to issue 87,- 
000 shares of stock to Henry & Scott, Inc., A. 
S. Holmes, L. R. Eby and John J. Johnson in 
consideration of services rendered. 
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Must Build Up Public’s Confi- 


dence in Aviation 





United States and Canada Peculiarly 


Adaptable to Commercial Avia- 
tion Progress 
[By »ur Canadian correspondent] 


OrrawA Canapd, Nov. 11.—There is still 
much to be done before the general public 
will take to flying with the same confidence 
that it has taken to motoring. Although there 
are far more casualties in automobiles than 
in aircraft, the general belief is that flying 
is less safe. 

One big task before the promoters of com- 
mercial aviation is to increase public confidence 
by raising the factor of safety. Much is, of 
course, being done in this direction. Although 
safety is still more dependent upon the man 
than upon the machine, steady progress is being 
made in the direction that safe flying depends 
more upon the machine than upon the man. 

Flying machines are being developed that 
can be allowed to fly with less need of steering 
by human agency than is required for the 
driving of an automobile. When it is possible 
to bring a disabled machine to earth with as 
much security as it is possible to bring a 
disabled ship into port, the public will surely 
travel with more confidence. 

Airship designers believe that the answer is 
to be found in the building of larger flying 
ships. The dispute over the relative merits 
of airships lighter than air and airplanes 
heavier than air is still unsettled. 

From tle point of view of safety, the airship 
has the alvantage of being able to float while 
the proprlling engines are stopped. It can be 
built to carry big loads. It has still to be 
demonstr ited, however, that the airships can 
maintain a regular service as reliable as the 
ocean lier service. 

The 1 !nited States and Canada has a special 
interest in the progress of air craft design. 
Whether the air service across the Atlantic 
Ocean is to be by airship or airplane, the 
airports of these two countries are favorably 
situate1 as terminals for the ocean service. 
Morenver, the greater distances to be covered 
between cities in these countries must tend to 
encourage enterprise in aviation. 

Similarly the governments of the United 
States and Canada are to be commended in 
pushing forward with the erection of inland 
lighthouses or beacons and other aids to air 
navigation. It may possibly be found that 
there is a place for airships and airplanes alike 
in commercial aviation. 


United States Fire Insurance Compa- 
nies Licensed in Canada 

The Independent Fire Insurance Company, 
The Republic Life Insurance Company and 
The New York Fire Insurance Company have 
been licensed to transact in Canada the business 
of fire insurance, sprinkler leakage insurance, 
tornado insurance, and insurance against damage 
to property of any kind caused by the explosion 
of natural or other gas. 


THE SPECTATOR 
November 14, 1929 


McClelland Vice-President of 
National Union Fire 

At the October 29 meeting of the board of 
directors of the National Union Fire Insurance 
Company of Pittburgh, J. A. McClelland was 
elected second vice-president. 

Mr. McClelland is well known in the middle 
western territory, having served as general 
adjuster for the western branch of the Fidelity 
Phenix, as well as being connected with the 
North British and the Springfield and just 
recently became affiliated with the Underwriters 
Adjusting Company as branch manager at St. 
Louis, Mo. 


Goodwin’s Petition Stirs 
Massachusetts 


(Concluded from page 19) 
completed the drafting of a lengthy descrip- 
tion of the measure, which by provision of the 
constitution must be printed on the blanks for 
signatures substantially as it will appear on the 
ballot, which he has sent to Secretary of the 
State Frederic W. Cook. The secretary, in 
turn, sent the description, together with his 
other necessary copy to the printers, who were 
ordered by him to proceed forthwith in the 
printing of 8,000 blanks which are to be turned 
over to Mr. Goodwin. The latter has until the 
first Wednesday in December to obtain 20,000 
signatures, not more than 5,000 from any one 
county, in order to complete the petition—pro- 
viding the supreme court finds against the in- 
surance federation in the two actions filed. 

The attorney general certified the initiative 
petition Friday, but did not complete his 
description of the measure in its final form 
until Saturday, which so aroused the ire of Mr. 
Goodwin that he publicly expressed his resent- 
ment at what he called unnecessary delay. Sun- 
day Mr. Warner said he had framed a question 
and has submitted it to Mr. Goodwin, who did 
not approve of it. He said he took this action 
“because I simply wanted to be square.” 

Mr. Goodwin, in retort, charged that he had 
been delayed needlessly from the day the first 
petition was filed, by the actions of Mr. War- 
ner. He said when the petition was originally 
filed and that Mr. Warner was wrong on the 
date, some 10 days went by before he was sent 
for and told that certain changes should be 
made. He said he withdrew the petition, made 
the changes, and returned it in a day or two. 
Another delay followed, and he was then in- 
formed that one more change should be made. 
This he says he carried out. Then, after fur- 
ther delay the attorney general informed him 
the petition was not satisfactory because it con- 
tained the very provision which the attorney 
general had previously said was necessary. 
Then came the final change and the later delay 
over the description—which he pointed out now 
contains some 340 words and is altogether too 
long to be placed on the ballot. 

“The real answer to the attempt of Mr. 
Warner to delay in supplying the description is 
shown by the court action of the insurance 
people, which includes a request that Secretary 
Cook be prevented from printing the descrip- 
tion on the blanks,’ Mr. Goodwin said. 
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Canadian Fire and Casualty 
Growing in Volume 





First Report of 1929 Shows a Gain in 
Assets During 1928 of $12,717,930 


G. D. Finlayson, superintendent of insurance 
for the Dominion, has issued part I of his 
1929 report. This volume deals with fire and 
casualty or miscellaneous lines of insurance. 
During the year 1928 there was an increase of 
$3,218,647 or 5.97 per cent in fire insurance 
premiums, from $53,893,198 in 1927 to $57,- 
111,846 in 1928. The losses incurred for 1928 
amounted to $26,602,923 and were greater by 
$4,657,939 than the losses for 1927. The ratio 
of losses to premiums written for 1928 is, 
therefore, 46.58 per cent compared with 40.71 
per cent in 1927, and 49.55 per cent for the 
last five years. 


During the year the business of fire insurance 
was transacted in Canada by 207 companies. 
Of the 207 companies, 48 were Canadian, 64 
British, 86 United States and 8 foreign. 

The results of the year’s operations in Canada, 
according to the nationality of the companies, 
may be summarized as follows: 


Net Premiums Net Losses Loss 

: Written Incurred Ratio 

Canadian companies $ 11,041,100 $4,861,723 44.03 

U. S. and foreign.. 20,461,424 9,673,735 347.28 

British companies. . 25,600,322 12,067,467 47.12 
Totals for 1928.. $57,111,846 $26,602,925 


The companies reporting to the Canadian 
Department of Insurance show at the beginning 
of 1929 assets of $159,407,543, this representing 
a gain over the corresponding figures at the 
beginning of 1928 of $12,717,930. Liabilities, 
excluding capital, amounted to $66,351,262, and 
capital invested totalled $17,020,855, leaving a 
net surplus of $76,035,426. 


The total income of the companies during 
1928 amounted to $104,492,481, an increase in 
1928 of $12,975,551. Total disbursements during 
1928 amounted to $90,369,763, this being an 
increase over the previous year of $12,570,268. 
The total amount of premiums received in 
Canada for all forms of insurance, excluding 
life insurance, was $93,747,645. 


All casualty lines of insurance are increasing 
rapidly, the leading coverages being automobile 
and workmen’s compensation. The premiums 
written in 1928 on casualty lines amounted to 
$36,135,799 and losses incurred were $24,086,039, 
and the loss ratio was 66.64 per cent, while the 
corresponding figures for 1927 were, premiums 
$32,781,015, and losses incurred $21,104,495, and 
the loss ratio 64.38 per cent. 


O. Rey Rule Heads Pacific Finance 
Company 

Los ANGELES, Cauir., November 9.—O. 
Rey Rule, vice-president of the Pacific Finance 
Company and president of Rule & Sons, promi- 
nent Los Angeles agency, has become president 
of the former organization, succeeding Lee A. 
Phillips, who has resigned to take up the chair- 
manship of the board of directors. 
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Goodwin Predicts Bright 
Future for Agents 


Executive Chairman Scores 


Branch Offices and Non- 
Policy Writing Agents 





Favors Agency Qualification 
Laws 





Questions Wisdom of Insurance Com- 
mittee of Américan Bar Associa- 
in Omitting This Provision 

“The American agency system will prevail 
and the premiums will continue to flow to our 
companies to build their surpluses and pay their 
dividends, producing by the service-giving, pol- 
icy-writing agents,” Percy H. Goodwin told the 
California Association of Insurance Agents at 
Oakland, California, last week. 

Continuing Mr. Goodwin said: 

“Branch offices cannot produce and never will 
produce premiums at the same cost as agents 
do, nor will the business stay on the books of 
the branch office company like it stays with the 
company when placed there by a local agent. 

Referring to branch offices Mr. Goodwin de- 
clared: “When a loss occurs the proper kind 
of a service-giving agent is there at once, a third 
party, the referee, to see that his assured gets 
all due him under his contract and that the com- 
pany is also protected. Is the $250.00 per month 
employee of the branch office company, his 
daily bread furnished by this particular com- 
pany, going to stop looking for new business 
and busy himself to any great extent in the loss, 
possibly against his employer’s financial inter- 
est? I should say not. There are so many 
ways to oppose the branch office system that if 
every member of the National Association would 
give his local association thirty minutes’ time 
a week, discuss the subject with his brother 
agents and act upon the decision made, we 
would soon have one less trouble.” 

“The non-policy writing agent,” said Mr. 
Goodwin, “is the feeder of the branch office ; the 
saturation point of premium greed; the red ink 
balance on the service-giving, policy writing 
agents’ ledger of the fire insurance account; the 
blot on the co-operating company’s defense sheet 

. (because they admit there is no defense), the 
politician’s apportunity; and a wonderful bait 
for the fish, called adverse legislation; the type 
of agent that your company and my company is 
actually paying an excess commission to from 
10 to 15 per cent.” 

“I favor agency qualification laws,” stated 
Mr. Goodwin, “and I again advise you to bend 
every effort to write on the statute books of 
the state of California a proper Agency Qualifi- 
cation law for the protection of yourself and 
your business and for the protection of those 
who follow you and to do this regardless of any 
opposition, company or otherwise. 

“The lawyers who make up the membership 
of the American Bar Association probably guard 
the qualifications of their membership more 
closely than does any other profession or any 


Fire Insurance 


other trade or business organization but what 
did the Insurance Committee of the American 
Bar Association attempt to do to the insurance 
agents of this country? This committee created 
an Insurance Code which was to be a model for 
all states to adopt. This code very clearly 
leaves out any mention of a qualification law, 
resident agent law or licensing law. We do 
not for one moment, however, think that the 
membership of the American Bar Association 
would countenance the oversight or the reason 
for the oversight. Your National Association 
executive officers see their duty and we feel 
sure that before this legislation passes Congress 
the code will be properly and _ satisfactorily 
amended, but at the proper time we count on the 


help of each and every member of the National 
Association in this matter.” 

Mr. Goodwin stated “The National Associa- 
tion does not attempt to enter into general com- 
mission matters. We believe that a matter to 
be handled by the agents and companies to- 
gether. The right of contract. We realize that 
conditions vary in the different states and dif- 
ferent localities in each state. Agency expenses 
vary, conditions are different. What would be 
a proper commission in one place might be too 
high or too low in another. Our own agency 
members could never agree on the subject even 
in the same city. But there is a danger ahead. 
The public will and should stand only for a 
fair wage for the service rendered. 
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Fund, Home Fire & Marine 
or Occidental can sell with 
unbounded confidence—in 
the security of the contract 
he sells, of course — but, 
more important still, with 
confidence in the spirit in 
which his company will 
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Col. Dunham Names 
Committees 





Three Special and Twenty-three 
Standing Groups Will Report to 
Convention of Insurance 
Commissioners 

Committees for the ensuing year have been 
appointed by Insurance Commissioner Howard 
P. Dunham, president of the National Conven- 
tion of Insurance Commissioners. These in- 
clude twenty-three standing committees and three 
special committees. The latter were appointed 
in accordance with a vote of the convention at 
its annual session in Toronto, September 17 
to 20. 

The special committees will meet for organ- 
ization at the winter meeting of the national 
convention, which will be held at the Hotel 
Astor, in New York, on December 10 to 12. 
The special committees are: Uniform law on 
investments, Dan C. Boney, of North Carolina, 
chairman; Albert Conway, of New York; Geo. 
Huskinson, of Illinois; Frank H. Smith, of New 
Jersey and Theodore Thulemeyer of Wyom- 
ing. Merit rating plan of insuring automo- 
biles, C. S. Younger, of Ohio, chairman; Al- 
bert S. Caldwell, of Tennessee; Clarence C. 
Wysong, of Indiana; John E. Sullivan, of New 
Hampshire, and Garfield W. Brown, of Minne- 
sota. Committee to investigate commission 
costs of insurance, Charles D. Livingston, of 
Michigan chairman; Milton A. Freedy of Wis- 
consin; Albert Conway, of New York; Ray 
Yenter, of Iowa, and George P. Porter, of 
Montana. 


Illinois Companies’ Reserve Funds 
May Be Used for Purchase 
of Common Stocks 

J. Doyle, associate counsel of the National 
Board of Fire Underwriters, in commenting at 
Springfield, Ill, October 29, on the recent 
change in the Illinois law covering investments 
of fire insurance companies said that millions 
of dollars of the reserves of Illinois fire in- 
susance companies may be used to buy common 
stocks of industrial concerns of recognized 
soundness. 


Under an amendment of the laws effective 
on July 1 fire insurance companies are per- 
mitted to invest in common stocks of companies 
which have paid an average dividend of 5 per 
cent during the last four years. 

Mr. Doyle expressed the belief that now is 
a good time to buy common stocks for an in- 
vestment account. 


Austin, Tex., Nov. 12.—The suit filed by 
four insurance companies, the Commercial 
Standard, The Gulf, The Utility and the Atlan- 
tic, all of Dallas, against the State Board of 
Insurance Commissioners, attacking the validity 
of the Board’s order limiting commissions paid 
agents to 20 per cent, has been postponed in 
District Court here from Nov. 18 to Dec. 9 as 
a result of the board’s request for a jury trial. 
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A. C. Hall Rejoins Fireman’s Fund 


W. W. Waddell, manager for the Hawkeye 
and Des Moines department of the Firemen’s 
Fund Insurance Company, announces the ap- 
pointment of A. C. Hall, for the past five years 
state agent of the Netherlands, assistant mana- 
ger, effective November Ist. Mr. Waddell points 
out that Mr. Hall first entered into the employ 
of the company November 1, 1918, as a special 
agent. He served in this capacity until 1923 
when he became state agent for the Nether- 
lands. 
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Fidelity & Guaranty Fire Now Writ- 
ing in 47 States 

3ALTIMORE, Nov. 12—Although organized 
only nine months ago the Fidelity and Guaranty 
Fire Corporation of Baltimore is now writing 
business in 47 States in the Union. The busi- 
ness will be made nation-wide on March, when 
the company will enter North Dakota, a State 
law preventing any company writing business 
before it is a year old. The company now has 
over 3,000 agents with field men in each of the 
47 States. 
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June 30, 1929, Statements 


American Equitable Assurance 
Company of New York 


*Net 
Assets Liabilities Capital Resources 
$13,199,520.14 $4,131,528.24 $2,000,000.00 $9,067,991.90 


Bronx Fire Insurance Company 
of the City of New York 


$ 6,222,503.26 $1,465,563.53 $1,000,000.00 $4,756,939.73 





Brooklyn Fire Insurance Company 
$ 6,582,059.23 $1,540,303.61 $1,000,000.00 $5,041,755.62 


Globe Insurance Company 


of America 
Pittsburgh, Pa. 
(Incorporated 1862) 


$ 2,951,973.45 $ 907,735.38 $ 600,000.00 $2,044,238.07 


Independence Fire Insurance 
Company 
Philadelphia, Pa. 
$ 2,469,571.32 $ 923,403.22 $1,000,000.00 $1,546,168.10 


Independence Indemnity Company 


Philadelphia, Pa. 
$14,269,559.93 $9,308,535.79 $1,250,000.00 $4,961,024.14 


Jefferson Fire Insurance Co. 
Newark, N. J. 


$ 1,164,568.03 $ 157,129.65 $ 400,000.00 $1,007,438.38 


*Net Resources, being aggregate of Capital, Net Surplus and Voluntary Reserves. Above include additional funds 


paid in since June 30, 1929. 


Complete facilities for writing all classes of insurance, excepting life 





Knickerbocker Insurance Company 
of New York 
*Net 


Assets Liabilities Capital Resources 
$ 6,779,155.71 $2,823,076.82 $1,000,000.00 $3.569,078.89 


Long Island Fire Insurance Co. 
$ 481,783.24 $ 73,268.93 $ 200,000.00 $ 408,514.31 


Merchants and Manufacturers 
Fire Insurance Company 
Newark, N. J. 

(Chartered 1849) 
$ 6,828,569.30 $1,515,728.36 $1,000,000.00 $5,312,840.94 


Metropolitan Fire Insurance Co. 
of New York 


$ 1,006,278.75 3 $ 141,991.36 $ 200,000.00 $ 864,287.39 


New York Fire Insurance Company 
(Incorporated 1832) 


$ 4,246,343.35 $1,451,654.73 $1,000,000.00 $2,794,688.62 


Republic Fire Insurance Company 
Pittsburgh, Pa. 


(Incorporated 1871) 
$ 4,770,208.91 $1,188,960.91 $1,000,000.00 $3,581,248.00 





State Fire & Marine Insurance Co. 


of Illinois 
$ 462,460.85 $ 106,704.98 $ 250,000.00 $ 355,755.87 


Sylvania Insurance Company 
Philadelphia, Pa. 
$ 6,395,306.86 $1,145,419.76 $1,500,000.00 $5,249,887.10 
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Reorganizing Automobile Underwriting 


Committee Presents Plans Whereby Automobile 
Business Will Be Governed by a 


FTER several months of deliberation the 
committee which was created last April 
to study the automobile insurance under- 

writing situation in the United States recently 
presented its long awaited report. This ex- 
haustive document sets forth the plans formu- 
lated for the reorganization of the Automobile 
Underwriters’ Conference, in future to be known 
as the Automobile Underwriters’ Association, 
and recommends the adoption of a more compre- 
hensive schedule of automobile underwriting. 

Foremost among the important recommenda- 
tions are: 


1. Replacement of the present sectional sys- 
tem of automobile underwriting by nationalized 
control. 


2. Abolition of overlapping between fire and 
casualty companies on automobile coverage by 
allocating property damage to casualty compan- 
ies and collision coverages to fire carriers. 

The committee also recommended that the 
whole rate structure be simplified as to both 
the method of presentation and of construction, 
stating in this connection that the present very 
unsatisfactory condition is no doubt due in a 
large measure to prevailing high rate levels. 
The new plan would require all member com- 
panies of the association to report their experi- 
ence by classes of hazards and by various classi- 
fications, and also recommends a reduction of 
territorial schedules, which would result in a 
smaller manual. 


As to Finance Companies 

In dealing with the subject of finance, the 
committee recommends the following rules for 
associate members who will do a strictly finan- 
cing business so far as autombile insurance is 
concerned: There shall be no obligations as to 
rates and forms; commissions payable to the 
producer shall not exceed 10 per cent, with no 
commission going to any agents not actually 
producing business, except in such states as 
have resident agency laws, where commissions 
of not over 2% per cent shall be paid; that 
where active members write finance business 
they shall do it at manual rates, with commis- 
sions not to exceed 25 per cent. 

It was proposed that after the new organiza- 
tion was approved a special committee be ap- 
pointed to formulate a program dealing with 
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acquisition costs and agency qualifications, to 
be based upon the principle that in ordinary 
territory the same commission rate should be 
applicable throughout the country, with the ex- 
cepted cities being listed with their rates, which 
will be for a limited area. In territories where 
they are not generally recognized as a part of 
the compensation, it was recommended that con- 
tingent commissions not be extended, but com- 
puted on an earned premium basis. The com- 
mittee recommendations are that in ordinary 
territory they not exceed 25 per cent and in 
excepted cities the maximum be 30 per cent. 
General agents are to be limited to an overrid- 
ing commission of 10 per cent on business in 
ordinary territory and 5 per cent in business in 
excepted cities and 5 per cent on finance busi- 
ness. 

There will be a meeting of all automobile 
writing fire insurance companies in New York 
the early part of December at which time the 
report of the committee will be presented for 
action. It is generally opined that the report 
will be accepted without very great changes, 
although there may be some differences of opin- 
ion as to the recommendations on finance. How- 
ever, the committee is prepared with several so- 
lutions to this problem and it is quite probable 
that this part of the report will be accepted 
practically as it is. 


The complete report is presented as follows: 


I. Conditions Facing Automobile 
Underwriting Companies 

In considering present conditions in automobile un- 
derwriting, we cannot overlook: 

1. That the business itself has been unusually 
profitable resulting in rate cutting and payment of 
excess commissions. 

2. That present rate schedules are too numerous 
and complicated; 

3. That there is a demand for greater elasticity 
and breadth in forms of protection offered the public; 

4. That the automobile is peculiarly susceptible to 
nation-wide treatment in its underwriting, which treat- 
ment is all the more necessary because it is a roving 
piece of property; 

5. That automobile manufacturing is now the 
world’s largest single industry and that a single, direct, 
and constant point of contact with the industry as a 
whole is necessary and desirable; 

6. That fully 50 per cent of present new car output 
is financed thereby creating a wholesale insurance prob- 
lem, and that 77 per cent of such output now lists at 
$1,300 or under; 


7. That the lack of strong and effective handling 
of automobile underwriting has an adverse effect on 
fire and other lines; ; 

8. That there is increasing tendency toward State 
regulation o< automobile business—at least partially 
because companies have not themselves effectually dealt 
therewith; 

9. That automobile underwriting partakes of certain 
features of the marine business, certain of the fire 
and certain of the casualty—the bulk being at the 
present time conducted by the two latter types—but 
is now of sufficient magnitude, history and individuality 
to stand upon its own basis, totalling considerably over 
$100,000,000 for hazards written by fire companies. 


Il. Statement of Aims for Proposed 
Association 

In our opinion, the proposal to reorganize automobile 
underwriting can succeed only through a breadth of 
view, making membership in any new association of 
interest and benefit to practically all companies. We 
have therefore established the following primary pur- 
pose of such an organization: 

1. Closer and greater co-ordination in automobile 
underwriting affairs—which are peculiarly nation-wide 
in scope—between present regional territories, in order 
to eliminate independent action by one territory with- 
out proper consideration of the effect of such action 
elsewhere; 

2. Creation of greater elasticity and comprehensive- 
ness in forms of coverage offered; 

3. Opportunity for greater latitude in automobile 
underwriting; 

4. Opportunity for greater co-operation between 
differing types of stock companies and companies not 
members of existing organizations, through accom- 
plishment of the preceding aims. 


Ill. Recommendations 

A. Organization and Administration— 

Proposal for single national organization to be 
known as the ‘National Automobile Underwriters’ 
Association” and Method of Organization. 

We recommend: 

(a) That a single national association be organized 
with headquarters in New York and with branch offices 
and local advisory committees, such committees to 
have representation on the national board of directors, 
but full authority to be vested in the national 
association; 

(b) That its membership be sufficiently comprehen- 
sive to safeguard the agencies of its member com- 
panies; 

(c) That the membership include as a minimum 
number substantially all companies writing $1,000,000 
or more in automobile premiums; and 

(1) All companies affiliated with, owned or con- 
trolled by, operated in the same interest or under 


(Concluded on page 34) 
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“Why do agents 
scatter so much in 
their advertising? 
“Why will they try 
anything once for 
a short while?” 
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“Another name 
for advertising is 
this: It is doing 
something that 
makes it easy for 
folks to remem- 
ber the one re- 
sponsible for the 
advertising.” 








The Cub Tells His Secret 


And Explains Why He Fingers a Tangled Skein of Silken 
Floss as He Talks to Himself—We Leave Him 


HEN I looked in on the Cub in his 

\ \ office the other day, I found him 

twisting that enigmatical skein of 
silken floss. Nor was that all. He was talk- 
ing to himself. I had put up with his ideological 
idiosyncrasies about long enough, so I thought, 
and perhaps you have endured him about as 
long as you care to follow him in search for a 
plan for advertising the fire insurance busi- 
ness. 

As I said, I was becoming annoyed with 
some of his habits of thought, as well as ex- 
asperated by some of his reactions to the ob- 
vious customs of the business it was his business 
to promote. I had reached a point where I felt 
that I could no lenger bear his apparent dis- 
regard of the way things he was supposed to do 
had always been done. 

Sometimes, especially after a visit to him in 
his little cubby-like office, I felt that he had 
‘turned into an ignicolist: other times I left him 
with a feeling that he had no creed about the 
fire insurance business or the advertising there- 
of. So at this last visit I decided to go to the 
mat with him and so find out what was back of 
that crazy idea of a skein of silken floss and 
the mutterings. 

I’m a patient cuss; with a patience born of 
dire necessity and nurtured by long years of 
give and take in business. You know what I 
mean. I’m of the type with whom it doesn’t 
matter nearly so much who wins the argument 
as it does who gets the order, and I lose many 
more arguments than I do sales. 

So when I called on the Cub that day I deter- 
mined to find out some things. In response to 
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to His Thoughts 
By A. Parker Pusher 


his friendly if somewhat absent-minded “Good 
morning,” I asked: 

“What’s the big idea back of that tangled 
mess of colored silk, anyway? I’ll bet you have 
wasted time, no end, fingering that stuff. Why 
don’t you throw it away and devote your time 
and attention to something worth while; like 
reading that new book called ‘Selling Insurance 
by Co-operative Advertising’ that agents are 
getting all excited about, or reading up on the 
news of the business in THE SpecTaror, as it is 
so easy to do now that it has changed its dress 
and its make-up?” 

The Cub smiled. 

“Do you really want to know why I fool with 
this stuff?” he asked. “Well, I’ll tell you, 


though I have kept it a secret the whole year 
I’ve been on this job. 

“T am trying, trying desperately to be a dif- 
I want to 


ferent sort of advertising thinker. 
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learn the fundamentals of advertising, and that 
is no easy task in a business crammed so {ull 
of froth and superfluities. So I keep this stuff 
at hand to remind me of what is really a funda- 
mental of life; what it was that gave mankind 
the jump on all the other creatures on this earth 
when the world was young the funda- 
mental things that are the basis of civilization 
and the key to the development of that civiliza- 
tion until it evolved advertising to multiply the 
personalities of men and made advertising so 
potent a force in modern progress that the very 
book you said I should read (and which I read 
on July 20 and it was published July 15) calls 
attention to a result of that advertising prog- 
ress in a chapter devoted to what its author 
calls ‘The New Competition.’ 

“May I give this idea of mine a sales slant 
and gain control of the situation by asking you 
a leading question? What did man possess that 
the other creatures did not, or what, if pos- 
sessed in common, was more highly developed 
in primitive man than in the others? You, 
being of the old school of advertising men more 
deeply concerned with sizes of type and weight 
and finish of paper than in fundamentals are 
probably uninformed so I will answer for you. 
Simply these things: a sustained curiosity; a 
hand that grasped and held on; and a throat and 
thorax that could utter more different sounds 
than any other animal in all the animal king- 
dom. 

“And by reason of his sustained curiosity man 
kept asking the same questions over and over 
and over until he got the answer: radio for 
instance. By his hands he hung on to things 
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until he could do with things the things he 
wanted to do: play a violin for example. And 
by virtue of his voice he learned to talk and 
“ convey his thoughts to another, thus ex- 
tending in geometrical progression the accumu- 
lated knowledge of the race: like Melba singing 
a lullaby or Bruce Barton dictating an ad for 
life insurance. 

“My tangled strings remind me of these fac- 
ulties. While my fingers practice invention, and 
my mind learns concentration, my voice learns 
the most effective way of making mental pic- 
tures and images of things and makes me want 
those things, at the same time it teaches me how 
to make these wants so general that others also 
want these things: U. and O. protection for an 
example. Simple, is it not?” 

I had the Cub’s secret. I have given it to 
you, all of you, so it is a secret no longer. 

* Oe Ok 

You may have forgotten the old story Colonel 
Layton told in his public relations speech at 
Detroit because he didn’t point out the moral. 
It went thus: “Charles Lamb, the English hu- 
morist, gratuitously declared that he disliked 
an individual whose name was merely mentioned. 
Amazed at this, his friends asked him if he was 
acquainted with the man. Lamb’s reply was: 
‘Of course I do not know him. If I did, I 
probably should not dislike him—in fact, I 
might like him.” 

As I looked at the Cub, after he had bared 
the secret of his soul, I got the moral of Mr. 
Layton’s yarn. I had been more or less off the 
Cub because I didn’t know how deep he was. 
I positively grew fond of that silken skein when 
I knew the monkey business back of it. I also 
felt an urge to dig into his philosophy of the 
advertising of the fire insurance business, but I 
dared not go the full route. I did ask him this 
one: 

“What is the one big weakness in local agency 
advertising what one thing can you 
point to, from your studies and your experience, 
as the biggest obstacle that is keeping local 
agents from cashing in on their own advertising 
efforts to a marked degree. In other words, 
what can we pass on to THE Spectator that 
that paper can in turn give to its readers to 
think about?” 

The Cub turned to a note book ready at hand. 
This book, much marked up, seemed as I 
glimpsed it to be an outline or thesis on adver- 
tising, in which he had jotted his ideas as they 
came to him from time to time. And from 
time to time he had also marked out and re- 
written those parts of the original that had 
failed under study or use. The final result was 
a tangled lot of interlining and marginal notes. 
Finally finding the place he seemed to be seek- 
ing he read aloud: 

“Why do agents scatter so much in their ad- 
vertising ? 

“Why will agents try anything of an advertis- 
ing nature once for a short while? 

“Why do they abandon a well planned cam- 
paign just about the time it should begin to be 
helpful for some other form of advertising of 
a diametrically different kind of character?” 

The Cub closed his note book and said: 
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“That is the burning question in local agency 
advertising, which ever way you state it, and it 
is the one thing that I believe is causing the 
high ratio of cost to results in the fire insurance 
local agency advertising game. 

“The answer to the big question, stated in 
three ways, but all going back to the lack of 
continuous use of a specialized form, be that 
form what it may, is the answer to your ques- 
tion. If THe Spectator can find the Moses to 
lead the agents of America out of the wilderness 
of too many kinds of advertising and get each 
man to find the one form or kind that best 
suits him, it will do the one big bit of advertis- 
ing service of this decade. 

“For myself I would rather find an agent who 
can wear a white gardenia with distinction and 
sell him to the idea of never being seen without 
his white gardenia than to sell an agent to the 
idea of scattering $1000 over a heterogeneous 
lot of advertising. Local agents, it seems to me, 
have been educated in advertising almost en- 
tirely by sellers of advertising . . . by 
somebody more interested in the amount of 
money spent by agents, and the commission on 
that money, that in the amount of good adver- 
tising the agent receives. If some advertising 
counselor could be found who was so situated 
that he could serve the agents of America from 
purely hedonistic principles, then our agents 
would learn that, as I have jotted down here 
with quotation marks to show that somebody 
else said what I want to say first and better.” 


The Cub picked up the note book and read: 


“ ‘There has not been a single agency, however, 
that has not used advertising in some form or 
ether. They have used it without realizing it, 
for advertising doesn’t begin with the expendi- 
ture of money for printing and for space in 
publications. It begins with office signs and with 
the agent’s own word-of-mouth admission that 
he is in the insurance business. . . . An 
advertising campaign may begin right in an 
agent’s office with the use of a dust cloth, a 
broom and a pot of paint.’ 

“Advertising, as I see it, is a name given to 
an activity, that is all. That activity will work 
as well, and I wish all agents knew this, if 
called by any other name. It is the business of 
magnifying and multiplying the personality of 
the agent employing it of the personality of the 
agency using it, for agencies have a personality 
as well as the individuals who own the agency. 
Another name for advertising is this: it is doing 
something that makes it easy for folks to re- 
member the one responsible for the advertising. 

“And no man ever gained a reputation by 
changing his personal characteristics as often 
as he changes his shirts. If you wear a mus- 
tache, and you want to test the soundness of this 
logic, try shaving it off and going down the 
street keeping count of the number of old 
friends who do not even recognize you.” 

The Cub grew thoughtful. He laid aside the 
note book and, unashamed, reached for his silken 
floss. 

“But,” said I, “you didn’t give me the answer. 
You diagnosed the case and named the sickness 
that is killing local agency advertising, but you 
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do not prescribe the tonic or formulate the treat- 
ment i 

The Cub interrupted. “I have only been 
thinking about insurance advertising for a year 
you know.” 

* *k 

And that’s that. For a year we have taken 
rather intimate slants at the Cub and his mental 
activities. We have put his thoughts on the 
point of a needle under a glass. Perhaps that is 
enough of him for now—agents, you know, are 
prone to change. They are strong for the new 
and the novel, whether the new is sound or not, 
and we leave the Cub to his mutterings, his 
skein of silken floss and his thoughts and for 
the author of this series I sign myself with the 
old, old symbol of retirement—“ 30”. 





Fanxrort, Ky., Nov. 12.—E. C. Lea, of Falmouth, 
Ky., has purchased the Tom C. Bradford fire insurance 
agency and will write every kind of insurance except 
life. He has ten of the best old line insurance com- 
panies and promises to give the people of Falmouth 
and Pendleton county the very best service. His 
office is in the Pendleton Bank in Falmouth. 





“I Need a Little Money” 


Did you ever tell a customer that you 
needed a litle money to meet some pressing 
bills, using this soft excuse to collect money 
due you? 

Don’t do it. 

Did you ever 
about all the 
advanced ? 


a_hard-luck 


whose 


present 
people 


story 
premiums you 


Don’t do it again. 


Collect your accounts because they are due. 
Don’t apologize—don’t beg—because by your 
tone and manner you weaken your own case 
and give your debtor every opportunity to 
refuse you without the slightest qualm of 
conscience. Your own bad-luck story only 
recalls similar obligations which your debtor 
has to meet. And your begging, wishy-washy 
attitude puts the control of the situation into 
the hands of the debtor when it rightfully 
belongs to you. 

With such tactics you are sure to lose out 
and your debtor will very likely counter with 
a sadder story of how up against it he is. 
Perhaps you will end in your lending him 
money to carry on. 


So to collect, be positive, control the situation, 
sell in positive words the idea of paying. 
Just as when you are selling a policy you 
jump at every possible closing straw, so in 
collecting what is due you be forceful, domin- 
ating, and mercilessly elose the sale of im- 
mediate payment. 

Request the money at the very outset, and 
never let the debtor feel that you are in doubt 
that you are going to get it. If there are any 
excuses, you must not be the one to suggest 
them. Make him find them, and tactfully, but 
convincingly, squelch them as you would a 
reason for not affording to carry insurance. 

Perhaps there are times when you should 
be lenient, but these times are few and far 
between as compared to what the average slow 
payer would lead you to believe. Remember 
that your money is what makes your mare go. 
It is the life blood of your business. Guard 
it carefully or your business will grow anemic, 
So again we say: never apologize to the man 
who owes you money. Dominate the situation. 
Expect to be paid. Insist on being paid.— 
The Accelerator. 
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About the Work of the New York State 
Association of Local Agents 


In Its Inauguration of a Premium Financing Service 
for Agents This Group Has Focused the Attention 
of the Entire Insurance Fraternity 


The fine portrait of Albert Dodge of Buffalo, 
president of the New York State Association of 
Local Agents, appearing on the cover of this 
issue of THe Spectator, inaugurates the first 
of a series of State Association presidents whose 
pictures will be displayed in that postion, to- 
gether with an article outlining the chief aims 
and activities of the organization they head. 

In addition to his energetic work in the New 
York Association, to which he devotes himself 
heart and soul, Mr. Dodge has won nation-wide 
prominence by virtue of his appearance on the 
program of several meetings of the National 
Association of Insurance Agents. Whenever 
he has gotten up on his feet to talk, Mr. Dodge 
has always exhibited, first, an unusually thor- 
ough grasp of his subject, and, second, a sim- 
plicity and clarity of delivery which makes his 
material seem, for the moment at least, as un- 
derstandable to his audience as to himself. 


State Association Service 

A subject on which Mr. Dodge has frequently 
been heard at agents’ meetings throughout the 
country and likewise his colleague, J. W. Rose, 
also of Buffalo, is the financing of instalment 
premiums. In this matter the New York As- 
sociation has led the way for the rest of the 
country through the organization of the State 
Association Service, Inc., an organization for 
the exclusive use of New York State Associa- 
tion members whose assureds desire to pay them 
on the instalment basis. Members of the Asso- 
ciation are availing themselves of this service 
in large numbers, and in addition to its primary 
function, the officers of the Association have 
been pleased to find that it is an effective device 
for securing new members. 

The amount of business which has so far ac- 
crued on the books of State Association Service, 
Inc., has greatly exceeded the expectations 
of its officers who already feel that the results 
obtained have justified their original and daring 
step in this direction. During the present year 
it is expected that the service will finance over 
$100,000 in premiums. The service has proved 
itself to be a wonderful help in breaking down 
sales resistance and in assisting in the procur- 
ance of a desirable class of business which has 
not heretofore been written. 

Needless to say, the eyes of the whole insur- 
ance fraternity have been fixed upon the New 
York Association and its financing scheme and 
already State Associations in New Jersey and 
elsewhere have considered the adoption of a 
similar plan. The New York group has been 
most gracious in response to inquiries and stands 
ready to help any Association which decides to 
follow in its footsteps. 

The brilliance and importance of the financing 
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effort has had a tendency to overshadow much 
effective work in other lines of endeavor which 
the New York State Association has ac- 
complished. At the beginning of the year two 
new committees were created under the title of 
“Publicity and Public Relations” of which Fol- 
lett L. Greeno of Rochester is chairman, and 
“Regional Development” of which Joseph H. 
Miller of Utica is chairman. 


Public Relations Work 


With the idea in mind that the business of 
insurance has not received the publicity that it 
should have before chambers of commerce, civic 
clubs and similar organizations, the first men- 
tioned committee was formed for the purpose of 
furnishing speakers to appear before Rotary, 
Kiwanis, and other business clubs on timely sub- 
jects relating to insurance. This committee has 
also prepared advertising copy which is avail- 
able to all of the members of the Association, 
either by groups or individuals. Their speakers 
are appearing on programs of various conven- 
tions held in the different cities throughout the 
State. The committee, in short, is making a 
concerted effort to pose the insurance business 
in its proper place in the business life of the 
community. : 

The regional development committee was 
formed not only for the purpose of increasing 
membership but for strengthening and building 
up the membership which the Association al- 
ready has. Efforts are being made to revamp 
local boards and clubs that have settled into in- 
activity and to institute new boards in localities 
where they are non-existent. Always, in this 
work, the committee has kept in mind the desir- 
ability of making local board membership co- 
extensive with the State and National Associa- 
tion, thereby helping to build up the whole 
structure of agent’s organization work. The 
work of this committee has been very effective 
in bringing home to the members the value of 
their association. 

The New York State Association has a com- 
mittee on Agents and Brokers Qualifications 
which is preparing an amendment to Section 
142 of the Insurance Law providing that written 
examinations be required before the appointment 
of an agent; in other words, qualifying the law 
to an extent which the Association feels is de- 
sirable. The committee confidently expects suc- 
cess in this venture. 


Farm Underwriting Committee 
One of the most exacting problems confront- 
ing the insurance business today is contained in 
the underwriting of farm risks. Recognizing 
this situation the New York Association has de- 
tailed a committee under the chairmanship of 


Fred J. Marshall of East Aurora to confer wit 
companies writing this class of business. The 
committee has made very fine progress in the 
matter of a uniform form to be used by alk 
companies covering such risks and is now work- 
ing on a uniform loss report to be used in the 
same connection, 

Under the chairmanship of Ernest I. Hatfield, 
the fire prevention committee played a promi- 
nent part in the observation of Fire Prevention 
Week throughout New York State. No better 
opportunity presents itself for creating good will 
than in this type of work and this the New 
York Association has not overlooked. 

No summary, however brief, of the aims and 
activities of this association could fail to mention 
the strong and uncompromising stand which the 
organization has taken on the elimination of 
the non-policy writing agent. 

The officers of the New York State Associa- 
tion of Local Agents, Inc., in addition to Mr. 
Dodge, are: First vice-president, Warren M. 
Gildersleeve, Central Valley ; 2nd vice-president, 
Theodore L. Rogers, Little Falls, and secretary- 
treasurer, Charles F. Miller of Rochester. 

The executive committee consists of Eugene 
A. Beach, Syracuse; Frank L. Gardner, Pough- 
keepsie, and J. W. Rose, of Buffalo. 

The board of directors, in addition to the ex- 
ecutive committee, includes the following: Gil- 
bert T. Amsden, Rochester; C. J. Ayres, Sara- 
nac Lake; H. L. Brownell, Watertown; Hallett 
J. Burrall, Geneva; Richard Cary, Niagara 
Falls; A. C. Edwards, Sayville; F. L. Greeno, 
Rochester; John S. Hamilton, Gloversville; 
Joseph H. Miller, Utica; Frederick G. Noxsel, 
Buffalo; Edward S. Poole, Albany; E. Paul 
Schaefer, Mt. Kisco; Milton H. Steele, Bing- 
hamton; Bert G. Tiffany, Jamestown, and A. C. 
Wallace of Goshen. 

Other prominent committee members are Wil- 
liam J. Farber, Ward H. McPherson, William 
W. Heppell and William H. A. Munns. 


Texas Association Gathering Data 
on Membership 

Da.tias, Texas, Nov. 9.—The Texas Asso- 
ciation of Insurance Agents is gathering statis- 
tical data in regard to the number of persons 
represented by its membership. Blanks asking 
for information concerning the number of per- 
sons dependent upon those financially interested 
in an agency, number of employees, number of 
persons dependent on income of employees and 
number of persons for whom licenses have been 
obtained, have been mailed out to each mem- 
ber of the association, D. G. Foreman of Fort 
Worth, secretary of the organization, says. 

The association later on expects to compile 
information regarding the premium income of 
all members of the association and other data 
which will aid the officers of the association 
to make complete reports on the actual strength 
of the organized agents of the State. Mr. 
Foreman says it is possible the data from the 
first questionnaire will be compiled in the next 
few months. He believes the information de- 
sired from all angles will be ready to present 
at the next annual meeting of the association. 
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Holding Companies 


A Discussion of Their Development in the 
Insurance Field from the Investor's 
Point of View 


By R. W. 


F HE insurance business together with 
banking is one of the oldest in existence 
and like banking it is almost inconceiv- 

able to imagine the operation of business and 

industry as we know them today without the 
use of insurance in some form. In this respect 
it becomes a basic industry. 

It is a commonplace to say that modern 
business is based upon credit and the credit 
Credit in turn rests heavily on in- 
The necessity of insurance in the 
of credit based on goods is very 

No one will accept as collateral 
uninsured goods. Insurance in the life, casualty 
and fidelity fields is strengthening the credit 
structure by the gradual stoppage of all pos- 
sible happenings connected with dishonesty, 
irresponsibility, accident, sickness and death. 


system. 
surance. 
granting 
apparent. 


The growth of insurance has seemed to follow 
the growth of the country’s business and yet, 
unlike general business, there seems to have 
been, at least since 1911 (the earliest figures 
conveniently obtainable) no retrogression in 
the amount of insurance written. To take as 
In 1911 the value 
of insurable property covered amounted to 
$46,000,000 and this amount has grown 
steadily, until in 1928 it reached $150,000,000. 
The premiums charged for this amount of 
insurance amounted in 1911 to $491,000,000, and 
in 1928 to $1,350,000,000. 


an example fire insurance. 


Fundamentals of Balance Sheet 
The basic principles of the insurance business 
The operation of these prin- 
ciples has become extremely complex. It is 
the basic principles which are of paramount 
These 
consist of the organizing of a machine which 
receives a multitude of small amounts from 
individuals, keeps these safely and 
return them to a few of the individuals who 
have suffered loss. Please note the “keeps 
safely” for therein lies the most important 
source of profits in the whole operation. 

Because of the fact that the financial state- 
ments of insurance companies are frequently 
misunderstood by investment bankers it does 
not seem out of place to point out the funda- 
mentals of the balance sheet. 

On the asset side of the balance sheet there 
is only one item of any importance, this being 
“investments.” These are made 
up of real estate, cash, mortgages, stocks and 
bonds. There is no item of goodwill or other 
intangibles such as are frequently found in,the 
balance sheets of industrial companies. 

The liability side of the balance sheet has 
three items of importance, the capital, surplus 


are very simple. 


interest to the student of investments. 


amounts 


investments 
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and the unearned premium reserve. 
The unearned premium reserve seems to be 


the usual stumbling block in the understanding 
of the balance sheet, and it is also the balance 
wheel of the organization in its progress. In- 
surance accounting is regulated by law, and the 
law compels the companies to immediately set 
up on their books a reserve amounting to the 
full amount of any premiums charged. Ag 
the policies then approach the expiration date 
the amount of reserve charged against any 
particular risk is reduced proportionately. This 
reduction goes back into surplus or to pay 
losses or expenses. The difficulty presented is 
that although the company after charging a 
premium of say $100 must set up among its 
liabilities a reserve amounting to $100, the 
company in actual practice received only $55 
the other $45 going for taxes, operation ex- 
penses and to the agent for commission. To 
obtain then the full $100 to set up in the 
reserve account it is necessary for the com- 
pany to take the $45 from surplus. The $100 
reserve gradually goes back into the surplus 
account as the expiration date approaches and 
becomes available to pay losses and expenses. 
It can readily be seen that the writing of new 
business by a company tends always to reduce 
its surplus account as long as new writings 
tend to increase. On the other hand if the 
writing of new business ceased the surplus 
would increase rapidly. A theory regarding the 
stockholders equity in the unearned premium 
reserve has been evolved by insurance stock 
specialists which estimates 40 per cent of this 
amount returns to stockholders in the course 
of normal business. It has been found that 
this theory works in actual practice since when 
companies have been wound-up this amount is 
found to remain in the surplus after all policies 





The accompanying article is the text 
of a discussion led by Mr. Sinsabaugh be- 
fore the Investment Seminar at New 
York University. Mr. Sinsabaugh, who 
is statistician for a Wall 
street house that has an important im- 
division framed these 
group of tmvestment 
statisticians more or less unfamiliar with 
insurance accounting and the analysis of 
the insurance company statement. The 
article, therefore, may be considered as 
an expresssion of the layman, or in- 
vostor’s, view of the trend towards ficet 
operation in fire and casualty insurance. 
—Enpitor’s NOTE. 
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have expired, and in every day practice large 
insurance companies are buying selected busi- 
ness “en bloc’ from smaller companies and 
paying not 40 per cent but 100 per cent and 
sometimes 150 per cent. Strangely then, what 
is listed as a liability is always at least to 40 
per cent and sometimes not infrequently 100 
per cent asset. 


Value of Agency Plant 

One item which never appears on the balance 
sheet of an insurance company and yet is 
certainly very valuable is the agency plant. 
Throughout the country the insurance company 
has agents who solicit business for the company 
in their territory. Over these agents is an 
employed superintendent who is the contact 
man between the agency and the home office. 
The agencies, therefore, are the real producing 
factors in the insurance business, and the plant 
as a whole can be likened to “goodwill” or 
“soing concern value.” <A firm of insurance 
accountants recently stated that in their opinion 
a fair value for the average agency to the 
company would be approximately $250. Many 
companies have thousands of agencies. In 
discussing this subject recently an insurance 
company executive made the statement that 
he had agencies that he would sell for $1, but 
that on the other side, there were many agencies 
that he would very much regret to lose at any 
price. It is interesting to note that the Great 
American Insurance Company, which recently 
purchased the Detroit Fire & Marine Insurance 
Company, paid over and above the capital 
and surplus of the Detroit company, 140 per 
cent of the unearned premium reserve, pre- 
sumably valuing the agency plant at about the 
same amount as the unearned premium reserve. 

The growth of the holding company method 
of management in the insurance field has been 
surprisingly backward. It is true that for some 
time stocks of insurance companies have been 
owned by other companies, usually simply as 
investments. In some cases, however, the 


(Concluded on page 33) 
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TaN LLIES—Both striving to speed the holiday mails. Both 
winning the good will and esteem of the public. The wise 
agent does not compete with the government when he sells 
Parcel Post Insurance. ‘He presents it as an aid to the Post 
Office Department in accelerating the dispatch of mail, as well 


as a time and money saver for the client. > = bb 


This type of insurance is one of the Jittle things that Count. 
Every certificate used is a direct reminder of the agent’s service 
—in addition to being a profit maker for him. E-very coupon 
book is a possible wedge for new business and bigger cover- 
ages. Every merchant and manufacturer, large or small, is an 


immediate prospect. > ao a > aS p> 


By concentrating on Parcel Post Insurance now, our agents are 
insuring increased earnings for a good close to this year and 


paving the way toward a flying start for 1930. > oe D> 


“[IIVERPOOL, 
~ 40 J ONDON 
GLOBE. 
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Executive Offices: 1 Pershing Square, Park Ave. at 42nd St., New York, N. Y. 
Pacific Coast Dept., San Francisco, Calif. 





THE NATIONAL INSTITUTION WITH A WORLD WIDE BACKGROUND 











Great American 
FJusurance Company 


Chore New Pork Chon 


Your 
Company INCORPORATED - 1872 Company 


STATEMENT JANUARY 1, 1929 


$15,000.000.00 


R_LIABILITIE: 


24.465,534.40 


NET SURPLUS 


27.7 29,318.71 
67.194,853.1 1 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$42,729,3 18.71 


LOSSES PAID POLICY HOLDERS 


$204,088,888.03 


HOME OFFICE 


ONE LIBERTY STREET, NEW YORK CITY 


WESTERN DEPARTMENT 
310 South Michigan Avenue, Chicago, IIl. 
G. R. STREET, Vice-President 
PACIFIG DEPARTMENT 
233 Sansome Street, San Francisco, Cal, 
CLIFFORD CONLY, Manager. 
MARINE DEPARTMENT 


NEW YORK—Wwm. H. McGee & Co., General Agents, 11 So. William Street 
SAN FRANGISGO—George L. West, Manager, 233 Sansome Street | 
CHIGAGO—Wm. H. McGee & Go., Gen’! Agts., Insurance Exchange Bldg. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 
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THE HANOVER FIRE INSURANCE COMPANY 


Continuously in business since 1852 
The rea! strength >f an insurance company is in the conservatism of its 
management, and tlie management of Pur HANOVER is an absolute 
assurance of the security of its policy 
Charles W. Higley, President 
F. E. Sammons, Secretary 
G. A. Jackson, Asst. Secretary 


Montgomery Clark, Vice-Pres. 
H. T. Giberson, Treasurer 


E. L. Coffill, Asst. Secretary A. E. Gilbert, Secretary 
Home Office, Hanover Bldg., 111 John Street, New. York 
erate =e SE pamcoeR IA. 


























Germanic Fire Insurance Compang 
| of NewYork 


122 E. 42nd St. New York City 








Statement as of June 30, 1929 


Capital. .$1,000,000.00 Surplus. . $1,506,406.86 
Surplus to Policyholders...............+. $2,506,406.86 
Gain in Assets—First Six Months Operation $218,000.00 
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Development of Holding 
Companies 
(Continued from page 31) 

subsidiary company has been owned outright. 
In other cases an insurance company has owned 
the majority of the stock in other insurance 
companies, but the influence over the sub- 
sidiary companies has been purely of a manage- 
ment nature. The logic of the control of the 
management of a group of companies and the 
economies effected by such control are very real. 
One local agent can represent ten companies 
as easily as he can represent one. One field 
superintendent of agencies can represent ten 
companies in his district as easily as one, and 
an underwriter has a positive advantage in 
writing for a number of companes in that he 
can take much larger lines and split them 
among the various members of the group. 
Claim adjustments are also thus economically 
supervised, and more important still, a group 
of companies receives for redistribution among 
itself a number of diversified channels of 
business in a given community. 


Financial Economy Possible 

Beside the operating economies made possible 
by group operation there is a very real financial 
economy possible. To accomplish this economy 
it is necessary that the company’s stocks be 
wholly owned by a holding company. To my 
knowledge there is only one organization at 
the present time operating in this way, the 
Insurance Securities Company, Inc. The oper- 
ation of these economies in the financial field 
brings up again the subject of the unearned 
premium reserve. It will be remembered that 
an increase in business necessitates an increase 
in the unearned premium reserve of an oper- 
ating company, and this increase depletes the 
surplus account. Naturally a surplus account 
must be maintained at a conservative level. 
As writings increase and surplus decreases the 
operating company must either curtail writings 
or get new money for its surplus. In other 
words, it must sell more stock. In the operation 
of selling stock of an insurance company, of 
course, a certain amount of money goes into 
the capital account, in other words, if it is 
desirable to increase surplus by $1,000,000 the 


stock is sold at possibly twice its par value 
thereby not only increasing surplus $1,000,000, 
but putting $1,000,000 into capital: that is to 
say, $2,000,000 worth of new money goes into 
the company, although only $1,000,000 actually 
registers its effect on the volume of business 
which the company may write. Herein lies 
the explanation of the reason why cash divi- 
dends to stockholders of insurance stocks are 
always so small. The stockholders are willing 
to buy and hold their stock pending the time 
that the company needs additional money for 
its surplus, and sells stock to the stockholders 
at considerably less than market value to obtain 
it. These rights are, of course, valuable and 
serve to increase the yield to the stockholder. 


The method now in use by the holding com- 
pany, one which obviates the necessity of in- 
creasing the capital of the insurance company 
to obtain new money for its surplus account, 
is to make a direct donation from the holding 
company to the operating company’s surplus. 
By doing this every dollar goes to increase 
the surplus, where alone it is needed, and allows 
the company to expand its business. The 
money to donate to the operating company is 
obtained either from the public by sale of stock 
in the holding company, or it may be obtained 
from one of the ither subsidiary companies 
having a large surplus by the declaration of 
a special dividend into the holding company. 


Future Expansion Predicted 

It is in this particular field of holding com- 
pany operation that we may expect in the 
future to see the expansion. There are many 
small insurance companies throughout the 
United States that have a great amount of local 
goodwill value which with the backing of men 
prominent locally could undoubtedly register a 
large growth of business were it not for the 
financial restriction of the unearned premium 
reserve. Without disturbing the valuable parts 
of these companies, a holding company owning 
their stock is in a position to give them a 
helping hand in the financial field. Today, 
however, the unmistakable trend has convinced 
even big and great companies that still greater 
results are to be obtained by grouping among 
themselves. 
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Company Head Urges Co-operation 
With Safety Engineers in Daily 
Work 
Battimore, Nov. 4.—Declaring that accident 
prevention work should be one of the main 
duties of agents, R. Howard Bland, president 
of the United States Fidelity and Guaranty 
Company, in a bulletin urges all agents to 
co-operate to the fullest extent with the safety 

engineers of the company. 

“There are few items in the field of casualty 
insurance—and primarily compensation and 
allied liability lines—more important than acci- 
dent prevention,” Mr. Bland declared. 
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“The claim which the company pays is only 

one side of it. There are other dollars-and-cents 
angles. 
“Regardless of the fact that the United States 
Fidelity and Guaranty Company has the repu- 
tation for prompt and fair settlement of claims, 
every accident suffered by one of our assured 
is the direct cause of a material even if an 
indirect or intangible loss. 


“Insurance cannot compensate for such a 
loss. Accident prevention is the only panacea. 
Consider three of these intangible accident 
losses—skilled labor that cannot be replaced, 
decrease in production either through injuries 
of employees or damage to machinery, weak- 
ened morale and lowered efficiency of all em- 
ployees.” 


General Brokers Endorse Conway’s 
Speech 

The following open letter to the insurance 
fraternity has been published by the General 
Brokers Association of Metropolitan District, 
New York, has been published under the signa- 
ture of Arthur Arnow, president: 

At the testimonial dinner recently given by 
this Association to Honorable Albert Conway, 
Superintendent of Insurance of the State of 
New York, our guest of honor proposed to the 
representative gathering of insurance men and 
women, a new code for the guidance of the va- 
rious branches of the insurance business— 
Self-Regulation. 

By the hearty applause which greeted Mr. 
Conway’s address, by the laudatory press com- 
ments which followed, by the expressions of 
approval which are still heard wherever insur- 
ance men gather, it is clear that the suggestion 
made by the speaker “hit the nail on the head.” 

This reaction could not be possible but for a 
well-grounded feeling that conditions in our 
business as they affect the various factors within 
it and as they touch the relationship of the in- 
stitution of insurance to the public, are not all 
that they should be. All of us know that many 
of the practices that are resorted to are not 
such as to help the growth of the business nor 
enhance its dignity. 

Those who guide the destinies of our profes- 
sion have always been opposed to governmental 
interference in any form and yet by acts of 
omission or commission have left the govern- 
ment no alternative except to intervene, either 
through its legislative or administrative depart- 
ments. 

A fair analysis of the situation would reveal 
that the reason for this state of affairs is due 
more than anything else to the fact that while 
the business has grown to enormous propor- 
tions in the space of a few years, due to the 
general prosperity of the country and the advent 
of many new fields of activity, it has not had 
the time to adjust iself to this sudden growth. 

Rules and regulations, theories and practices 
which served admirably a decade or two ago, 
now fall far short of their purpose. Not only 
that, but the entire basic point of view of the 
men at the helm needs readjustment. 

There are two methods by which the change 
will come about eventually. One method would 
be through the initiative and honesty of purpose 
on the part of the insurance business itself, while 
the other would be through eventual compul- 
sion brought about by the force of public opin- 
ion. 

To all who share with Mr. Conway his whole- 
some interest in the future welfare of the busi- 
ness and who are anxious to see the institution 
of insurance hold its high place in the respect 
and confidence of the nation, it must be patent 
that the only course which will accomplish that 
purpose is that which will come through co- 
operation and mutual good will within the busi- 
ness itself. 

The General Brokers Association of the Met- 
ropolitan District, Inc., founded in 1925, is 
based upon those ideals of co-operation, in- 
tegrity, honor and good will, which must ani- 
mate all whose welfare both in the present and 
in the future, is welded with the security of the 
institution of insurance. 

In line with the objects of this Association 
and with the recommendation made by the Su- 
perintendent of Insurance, we therefore, appeal 
to all members of the insurance fraternity, the 
various Exchanges, Bureaus, Rating Organiza- 
tion, Associations, Federations and groups of all 
kinds which are tied up with the insurance 
business, not only to accept Mr. Conway’s pro- 
posal in spirit but also to evince a willingness to 
work towards its realization. We, on our part, 
stand ready to do our share—and more, if 
necessary. 
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Reorganizing Automobile 


Underwriting 
(Concluded from page 21) 


any direct, mutual or joint management, where one 
of such companies makes application; and 

(2) Those companies only recently organized 
which may be considered as potential future factors 
in automobile underwriting; and 

(3) All other companies as well whose interest 
can be enlisted. 


(d) That there be two grades of membership, 
Active and Associate: 

Active—stock companies in good standing which are 
insuring motor vehicles and conducting their under- 
writing affairs through agency or branch office systems. 


Associate—-stock companies in good standing, or- 
ganized to handle insurance on financed cars or whose 
automobile underwriting is confined to financed auto- 
mobiles, even though maintaining agency systems for 
other insurance lines. 

(e) That there be four branch offices of the national 
associatiom, one each in Atlanta, Chicago New York 
and San Francisco but that in the interests of economy 
the affairs of the New York office be administered in 
conjunction with the national association’s office; 

(f) That each branch office have an advisory com- 
mittee consisting of not less than seven nor more 
than fiftten members, to be elected annually by 
accredited representatives of members of the national 
association at a meeting to be called for that purpose 
at the place where the branch office is located; 

(gz) That there be a board of directors elected an- 
nually by the association, consisting of the president, 
vice-president and treasurer, the chairmen of the four 
advisory committees, and eight members elected by 
the association from the representatives as provided 
for under Article V. Section 1, of the Constitution, 
with a two-year rotation provision. Subject to the 
restrictions provided in the Constitution, the board 
of directors shall be charged with the general ad- 
ministration of the association’s affairs including the 
adoption of forms and enforcement of penalties. 

While the accompanying Constitution contains no 
specific provision therefor, we recommend that a 
representative of Associate members be selected an- 
nually, who shall be privileged to sit with the board 
but without power to vote. 

(h) That there be a staff committee composed of 
salaried officials of the organization who shall be 
without company affiliations, this committee to be com- 
posed of the manager of the national association, the 
branch secretaries for each of the local branch offices 
as above provided for, the association’s counsel and 
its actuary; 

(i) That, except in so far as may be inconsistent 
with the statutory provisions of the several States 
and territories of the United States, each member 
(whether Active or Associate) shall agree that it 
will cause all companies which are now, or may 
hereafter be owned or controlled by, affiliated with, 
or operated in the same interest or under any direct, 
mutual or joint management of it (provided they 
write forms of insurance pertaining to motor vehicles), 
to make application fortwith for the grade of mem- 
bership in the association for which said company or 
companies qualify under Article III, Section 1, as 
required by the Constitution. and shall further agree 
for itself and for all companies and underwriters’ 
agencies controlled by it to observe all the provisions 
of the association’s Constitution and its rules and 
regulations both in letter and spirit, in so far as 
applicable to the grade of membership assumed; to 
accept, be bound by, and carry out the decisions, 
rules, orders, and awards of the board of directors, 
in so far as applicable to the grade of membership 
assumed; subject only to such right of appeal as may 
be provided for by the Constitution; 

(j) Tha with right of appeal to the full member- 
ship, all grievances be handled by the board of directors 
in the following manner: 

(1) The board of directors shall consider all 
charges respecting infractions and evasions of the 
rules and regulations of the proposed organization; 
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(2) The board of directors shall investigate all 
supported violations and all supposed violations even 
though not supported by specific charges; 

(3) The board of directors shall make appropriate 

orders of reparation for, or punishment of wilful 

infractions, which shall include a monetary fine not 
exceeding $1,000 for each offense; 

(4) In the event the violation or alleged violation 
occurs within the territory of a branch office, the 
conditions surrounding such violation or alleged 
violation shall be investigated by the branch ad- 
visory committee provided for in the Constitution 
and its report and recommendations shall be 
placed before the board of directors for action; 

(5) Upon conviction of a violation of the asso- 
ciations rules, the board of directors shall circularize 
to the membership the name of the offending company, 
the circumstances of the violation and the penalty 
imposed. 

(k) That, where advisable, stamping bureaus for 
automobile business be established, provided they can 
be arranged without inordinate expense. We suggest 
for that purpose the possibility of an automobile 
clerk in existing fire stamping offices; 

(1) That the Pacific Coast Automobile Underwriters 
Conference, which holds all of the stock of the Na- 
tional Automobile Club other than qualifying, shares 
of directors, transfer its share to the present directors 
of the Club as trustees, or to a small corporation 
organized for the purpose; 

Further, in order that no future stockholder’s liability 
may be incurred, the name of the National Automobile 
Club be changed to the National Automobile Club, 
Ltd. 

(If this is done, under a recent change in the 
California law, no stockholder’s liability on the part 
of the stockholders of the Club will exist as to 
liabilities incurred after the change of name. (Civil 
Code Sec. 332a) (Cal. State 1929, Chap. 418) and 
section 3 of Article XII of the California Constitution 
as amended November 6, 1928, authorizing use of 
word “Limited”? in connection with name of corporation, 
in which case stockholder’s liability is eliminated.) 

The proposed reorganization on a nation-wide basis 
requires adjustment of the National Automobile Club’s 
future conduct. This Club has been an adjunct of 
the Pacific Coast Conference’s work, and its con- 
trolling stock has been held by that Conference. 


The National Automobile Club has no liabilities other 
than current liabilities, obligations upon leases and 
unexpired membership. The Pacific Coast Conference 
under California law would remain subject to any 
stockholder’s liability incurred for those purposes until 
the expiration of three years after such liabilities were 
incurred when the liability expires by limitation. This 
recommendation is made after consultation with counsel 
familiar with Pacific Coast legal requirements. 





In future handling of the Club’s affairs due con- 
sideration should be given to the companies who in 
the past have contributed to its establishment and 
support. 

B. Revision in Underwriting Methods— 

We believe some of the present unsatisfactory con- 
ditions have resulted from too high rate levels. The 
loss ratios of most companies support this opinion. 
Rate cutting and payment of excess commissions almost 
always result, where rates are too high but fixing rate 
levels so that a reasonable profit can be made only 
by careful underwriting tends to eliminate those condi- 
tions. Having this in mind and also the absolute 
need for accurate and complete statistics in support 
of rating programs, we recommend 

1. That the whole rating structure be simplified oth 
(1) as to method of rate presentation; and (2) by 
reducing the number of territorial schedules resulting 
in a smaller manual. 

There are now more than fifty schedules applying 
throughout the United States. Some vary by only 
a few dollars and the number thereof should be 
ma In addition to these very slight 
differences, this reduction is abundantly justified by 
the fact that the automobile is a roving piece of 
property and in many instances where several schedules 
are maintained, the automobiles affected are subject 
to the hazards of all such contiguous territories. 


rially reduced. 








2. That a rating method be developed which builds 
up the rate, starting first with that part of the pre- 
minum which it is necessary to collect to cover liability 
for losses incurred, adding thereto such other factors 
as must be included in the premium—taxes, overhead, 
supervision and bureau expenses; acquisition costs; 
and a reasonable profit. 

The provision for. two grades of membership, Active 
and Associate, permits greater pooling of statistical 
experience thereby resulting in greater accuracy in 
rate determination. 

3. That the national association shall require all 
member companies to report their experience by classes 
of hazards and by various classifications. 

4. That for the first year of the organization—until 
necessary experience on such groupings can be de- 
veloped—there be established two age groups for all 
hazards, new and old, defined as follows: 

(a) New Car—A new car is one purchased new 
from a dealer, distributor, factory and/or a car 
which has never been operated by a purchaser or 
which has been in the hands of the original pur- 
chaser for less than six months. 

(b) Used Car—A used car is one not falling under 
the definition of a new cuir; 

5. As an absolutely imperative requirement, that a 
split of control over collision and property damage 
rates, rules, and forms, be effected as between fire 
and casualty companies, the fire companies assuming 
control over the collision (in view of their very much 
larger volume) and the casualty companies, super- 
vision over the property damage (inasmuch as property 
damage is a third-party liability and a very large 
percentage of that coverage is written with public 
liability cover). 

6. That attention be given to proper pricing of the 
collisiom hazard with due regard to its saleability. 


7. That the amount of liability for collision should 
be concurrent with that for fire and theft—being a 
physical hazard—and that the premiums applicable 
thereto be developed upon a rate basis rather than as 
a flat premium irrespective of amount of coverage. 

8. That additional forms be adopted providing for 
a percentage participation (or an equivalent thereof) 
on the part of the assured. A principal fault in past 
collision underwriting has been the inelasticity of 
coverage afforded. 

In presenting these recommendations on collision, 
we would very forcefully bring to your attention that 
there are more tham 25,000,000 automobiles registered 
in the United States at the present time and that 
of these 25,000,000 not over 2% per cent are insured 
against collision, by all classes of companies whose 
figures have been available—fire, casualty and mutual 
companies irrespective of their organization affiliations. 
Collision insurance therefore offers a field for large 
development. We submit that rates based upon a 
total experience representing but 2% per cent of the 
poential insurance are not at all conclusive and that 
an effort must be made properly to price the insurance 
on that hazard in order to’ make it attractive and to 
develop a sufficient spread upon which to base proper 
premium charges. Our investigations have shown that 
the predominant reason given by automobile owners 
for failure to carry collision insurance is its cost. 
We have also found that all automobile clubs and 
organizations of similar type which have been successful 
in their insurance efforts, have built up a larger volume 
at lower premiums and so far as we are able to ascer- 
tain, with much more satisfactory results. The reason 
is obvious—the selection of the business is with them 
rather than with the stock companies maintaining higher 
premiums. 

9. Forms (we believe it unnecessary to list in this 
report the various types of coverage to which we have 
given attention. We have studied practically all 
available forms now offered for automobile insurance, 
whether Conference or otherwise.) 

That any and all types of coverage which can be 
justified from the standpoint of sound underwriting, 
even though they may be considered revolutionary, be 
made quickly available for use by the membership 
at a proper price. 

In presenting this recommendation we emphasize 
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that any organization to be successful must interest 
all classes of stock insurance carriers, must be in 
position to afford latitude in their underwriting, and 
must also be in position to give quick service in 
developing and rating new forms of coverage. 

10. Finance Business. 

Before presenting our formal recommendations for 
handling finance business, we must emphasize certain 
economic conditions which stock companies have not 
caused but which they cannot now control: 

(a) According to latest available reports from the 
National Association of Finance Companies, at least 
50 per cent of new car output is sold on the deferred 
payment plan. The insurance thereon must be written 
on a wholesale basis. Stock companies are therefore 
faced with the question of wholesale and retail auto- 
mobile insurance just as has developed in the fire 
business on chain stores, etc. 

(b) Either the insurance companies themselves 
must adjust their methods to meet economic conditions 
or retire from the picture. We have concrete evidence 
that there are companies who are willing to meet these 
conditions and that the financing and manufacturing 
interests themselves have laid plans to form their 
own companies if the stock companies do not meet 
their needs. 

(c) This problem must be met right now. If not 
properly dealt with, stock companies must suffer an 
increasing loss of automobile business, particularly on 
new cars, and will eventually feel the effects in their 
fire underwriting as well. Once the business is lost, 
it probably will never be regained. 

Any plan for handling finance business must satis- 
factorily meet the needs of finance companies, both large 
and small; must commend itself to insurance com- 
panies which now have finance business on the books; 
and must at the same time afford to the association’s 
membership a method by which both Active and 
Associate members may compete on a sane basis for 
finance business. 


Present conditions show that the business is being 
handled by two classes of companies: 

(1) Those organized by manufacturers for the 
purpose of handling finance business and operated 
without an agency system in the commonly accepted 
meaning of that term; 

(2) Those with agency plants to whom commis- 
sions may or may not be paid. 

The plan of organization previously recommended 
provides for two grades of membership—Active and 
Of the two classes of companies handling 
finance business, the ‘first class is eligible only for 
Associate membership; the second class, on the other 
hand may be eligible either for Active or Associate 
membership, depending upon its method of operation. 
It is conceivable that a group of Active members— 
whether under the same or several managements— 
might conclude to write finance business through a 
single channel by designating a company—formed 
for the purpose or already in operation for other 
lines of business—to engage only in finance business 
so far as automobile is concerned. Such group of 
companies would then pool all their finance writings 
in that company. It is even conceivable that where 
there are but two companies under the same manage- 
ment, one might be designated to handle only finance 
business. Under these conditions such a company, 
even though it has an agency plant for handling fire 
and other lines, must be placed on a parity with the 
Associate member organized for the single purpose 
of handling finance business and which does not have 
an agency system. 


Associate. 


It is conceivable, furthermore, that an Active 
member may wish to write finance business through 
its regular agency plant. 

The problem facing us, therefore, has been to 
harmonize these three interests, namely: 

1. The purely insurance company, 


2. The insurance company engaged in other lines 
but, for automobile, writing finance business only, 


3. The insurance company writing both finance and 
other lines of automobile insurance. 


We therefore recommend: 


1. That an Associate member be permitted to write 
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finance business under the following conditions: 

(a) There shall be no obligations as to rates and 
forms; 

(b) Commissions payable thereon to the producer 
shall not exceed 10 per cent, but no commission shall 
be paid to any local agent who does not actually 
produce the business, except that in States with 
resident agency laws, a commission may be paid 
to a single agent in that State, not to exceed 2% 
per cent, unless otherwise required by statute. 


2. That where Active members write finance busi- 


a. It shall be written at manual rates. 

b. Commissions thereon shall not exeeed 25 per 
cent but, aside therefrom, reinbursement for expenses 
in the handling of such business not exceeding 10 
may be permitted. 

The above recommendations permit the handling of 
finance business as follows: 

1. Through an insurance company engaged only 
in that business; 

2. Through a company in a group which may have 
an agency system for the handling of other lines, 
but for automobile business is especially designated 
to handle finance business only; 

3. By a finance insurance company specially formed 
by one or more Active members to qualify as an 
Asoociate member without an agency plant; and 

4. By an Active member provided the business be 
written at manual rates and under commission rules 
specifically stipulated. 


C. Acquisition Costs. 

In our opinion, no program for reorganization can 
be satisfactory or successful unless acquisition costs 
are properly regulated. We recommend that after 
this body of companies has approved this proposed 
organization, a special committee be appointed to 
present a program covering acquisition cost and 
agency qualifications, based upon the following prin- 
ciples: 

1. That in ordinary territory the same commission 
rate should apply from one end of the country to 
the other; 

2. That excepted cities be listed and whatever rates 
of commission are decided upon therefor, be limited 
to a specified area; 

3. That the practice of contingent commissions 
be not extended in those territories where they are 
not generally recognized as a part of the compensa- 
tion; and that contingent commissions be computed 
on an earned premium basis; 

4. That commission (except on finance business, 
as elsewhere provided) do not exceed 25 per cent in 
ordinary territory and 30 per cent in excepted cities; 

5. That bona fide general agents shall be limited 
to an overriding commission of 10 per cent on busi- 
ness in ordinary territory and 5 per cent on business 


in excepted cities and 5 per cent on finance business. 








































D. Miscellaneous Recommendation. 
We recommend: 

1. That the governing fire bodies be asked to 
enforce upon their members the rules of this or- 
ganization; 

2. That the respective fire governing organizations 
be requested to permit companies members of the 
proposed automobile association to enter, for automo- 
bile business only, any agencies listed as cleared under 
the definitions of such organizations; 

3. That companies joining the proposed association 
be required to conform to its rules immediately as to 
rates, forms, commissions, etc., except that, with the 
approval of the board of directors, legal and contingent 
contracts may be allowed to run to termination but 
where such period exceeds six months, such contracts 
shall be laid beofre the board of directors and the 


latter, at its discretion, may extend them to not. 


exceeding one year with the distinct understanding 
that in the interim between the joining of the or- 
ganization and the final adjustment of such contracts, 
no new contracts shall be arranged which are not in 
accord with the organization’s requirements; 

4. That after the new association has been or- 
ganized and more pressing matters handled, serious 
study of loss adjustment conditions be made through 
proper channels determined by the board of directors. 

We have given considerable study to automobile loss 
adjustment conditions. We feel that they might 
be materially improved by united action in connection 
therewith. The scheme adopted by the national board 
for handling fire losses through a nation-wide or- 
ganization may have some merit for automobile claims 
although we are not prepared as yet to recommend it. 

In conclusion, we bespeak your most careful study 
of this report. Stock companies face a crisis in 
automobile underwriting. There is the utmost need 
for breadth of vision, for co-operation, and for straight 
thinkinge upon the part of chief executives. This 
proposed association will be of no great benefit unless 
there is sincere desire and willingness to support it 
on the part of those responsible for the conduct of 
their company affairs. If there is no association of 
effort along the lines indicated, independent and in- 
dividual company action can be the only result, with 
distinct loss both in profits and companies’ prestige, 
to say nothing of the immeasurable effect upon fire 
and other lines of removing supervision over automobile 
insurance. 





Datuas, TeEx., Nov. 12.—Special detectives 
are investigating the burning of seven cotton 
gins in the vicinity of Brady recently. The fires 
caused a loss of some $150,000. Though the 
detectives will say nothing of their findings, 
they said they will make their report to the 
grand jury which meets in January. 











THE YORKSHIRE GROUP 


The Yorkshire Insurance Co., Ltd. 

' London & Provincial 

! Marine & General Insurance Co., Ltd. 

Seaboard Fire & Marine Insurance Co. 
and 

The Yorkshire Indemnity Co. of N.Y. 





HOW TO WRITE RIGHT? 


‘It is my job and my pleasure to give imme- 
diate attention to the problems presented to me by 
agents—and to suggest to them new thoughts for 
increased premium income which might otherwise 
escape their attention—The Yorkshire Group in 
this way supplements the very good work of its 


Field Force with an unusual Personal service.” 


WRITE TO WRIGHTEM! 


WW WngiTon 


Field Correspondent 


HOME OFFICE: 
12 Gold Street 
New York, N. Y. 
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Some valuable territory still open 


W. L. TAYLOR, President 
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Issue 1929 Report 


Part Three of New York State 
Superintendent’s Message to 
Legislature About Ready 





Casualty Lines Increasing 





Deals Mainly with Casualty and Mis- 
cellaneous Lines—Company 
Statistics 





Albert Conway, State superintendent of in- 
surance, will issue shortly part III of his 
1929 report to the Legislature. This volume 
deals mainly with the casualty or miscellaneous 
lines of insurance and gives abstracts and 
tabulations of the 1928 business of 70 New 
York State, 57 other-State and 8 foreign com- 
panies authorized in New York; a total of 
135 and an increase of 23 for the year. 

Of these companies 29 are mutuals of New 
York and 9 are mutuals of other States, 23 
of which do automobile and workmen’s com- 
pensation business, 4 do landlord’s liability and 
2 have special lines. 


Casualty Lines Increasing 


All casualty lines of insurance have been 
increasing rapidly in recent years, and a remark- 
able development is indicated by the fact that 
23 new companies were authorized in New 
York during the year 1928. Of the varied 
coverages afforded, the comparatively recent 
lines of workmen’s compensation and automobile 
liability stand in the lead, as for several years 
past, and all automobile coverages show large 
increases for 1928. 

Casualty companies reporting to New York 
had on January 1, 1929, assets of $1,284,789,202, 
an increase of $177,367,169 for 1928 over 1927. 
These amounts: do not include assets of life 
departments of several companies which do 
both life and accident and health business. 

Liabilities, excluding capital, amounted to 
$852,360,006 and capital invested totaled $167.- 
950,025, leaving a net surplus of $264,479,171. 
There was an increase in surplus of $59,665,039 
and in capital of $28,593,275 over the previous 
year, 

The total income for 1928 was $890,686,905, 
an increase of $107,675,581 for the year. Of 

(Concluded on page 41) 
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Albert Conway Will Soon 


Missouri Compensation Rates 


May Drop 2.4 Per Cent 





Road Contractors to Face Drastic 
Increase, Although Average Sinks 
in New Manual 


As reported in last week’s issue of THE 
SPECTATOR, State Superintendent of Insurance 
Joseph B. Thompson of Missouri in a few days 
will decide whether to approve the revised 
scheduled of liability insurance rates for work- 
men’s compensation coverage recently sub- 
mitted to the Missouri Insurance Department 
by the National Conference on Workmen’s 
Compensation. 

While the average reduction for the 800 
classifications in the State is about 2.4 cents 
per $100 of payroll the new rates call for 
drastic increases for some lines of industries, 
notably contractors on street and road construc- 
tion, sewers and steel erection. However, these 
raises are said to be justified by the experience 
of the companies writing compensation in 
Missouri. 


To Study Classifications 


Superintendent Thompson has not indicated 
what action his department will take. At the 
close of the conference he said that he will not 
formally pass upon the rates for a week o- 
more. He wants to study each of the 800 
classifications carefully before he decides 
whether to approve or reject the new schedule. 


Elmer Donnell of St. Louis, managing di- 
rector of the Associated Industries of Missouri, 
who was one of the speakers at the hearing 
stated that he had made a study of the new 
rates and that with some few minor changes 
the schedule should give general satisfaction 
if approved by Superintendent Thompson. 

Others who attended the conference included: 
W. F. Richardson, secretary of the National 
Conference on Workmen’s Compensation; 
Clarence Hobbs of the National Conference; 
H. P. Northrup of the Associated Industries 
of Missouri, St. Louis; Walter K. Chorn of 
Kansas City, former superintendent of insur- 
ance and representing reciprocal exchanges of 
Kansas City; W. A. O’Connor of T. H. 
Mastin & Company, St. Louis; A. N. Engel, 
Truckmen’s Association of St. Louis; E. J. 
McMahon of the Quarrymen’s Association, St. 
Louis; E. C. L. Wagne, secretary, Contractors 
Association of Jefferson City. 





Asks Receivership for Great 
American Casualty 


Attorney General of [Illinois 
Files Papers Before In- 
junction Goes Through 





Alleges Deficit in Capital 
Also Asks to Restrain Chicago Com- 


pany from Doing Business or 
Disposing of Assets 








Cuicaco, Nov. 12.—Despite the fact that the 
Great American Casualty Company of Chicago 
had filed a petition for an injunction to restrain 
him, the attorney general of Illinois filed the 
petition for receivership for the company which 
had been predicted here last week. The peti- 
tion for receiver was filed before the circuit 
court at Springfield had had time to act on 
the injunction plea. 

The attorney general, acting for the director 
of trade and commerce, the head of the State 
insurance department, alleges that a deficit of 
$189,667 has been found in the capital of the 
casualty company, which sum, under the Illinois 
law, would be sufficient to warrant a receiver. 


Would Stop Operations 

The petition also asks for an injunction to 
restrain the company from further transaction 
of business and from disposing of its assets. 

The principal items in the statement of the 
casualty company as disclosed in the examina- 
tion of its books as of August 31, according 
to the receivership petition, follow: ledger and 
non-ledger assets, $533,817 ; non admitted assets, 
$160,388; admitted assets, $372,428; liabilities, 
$312,095; net admitted assets, $60,332; capital 
stock impairment, $189,667; and capital stock, 
$250,000. 


American Surety Offers $50,000 in 
Knox Litigation 

BirMInNGHAM, ALA., Nov. 12.—The American 
Surety Company is said to have made a com- 
promise offer of $50,000 in settlement of 
$119,000 in claims against Rush H. Knox, 
former attorney general. Knox resigned office 
after a vote of impeachment by the Mississippi 
House of Representatives. He was charged 
with making illegal collections of $199,000 
while attorney general. 


Casualty, Surety, Ete. 
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Missouri Official Upholds 


Insurance Companies 


Richardson CGlantesitints Labor 
Leaders in Their Efforts 
to Get State Fund 


Cites Reinds as Proof 


hat Rights of Injured Workmen Are 
Precarious as Ever Is Charge 
of Labor Federation 





Charges made by labor leaders of Missouri 
in supporting of their campaign for State 
fund workmen’s compensation insurance in the 
State have been answered by Evert Richardson, 
chairman of Missouri Compensation Commis- 
sion. 


R. T. Wood, president of the Missouri Feder- 
ation of Labor, principal proponent of State 
fund insurance, had charged that under existing 
conditions the rights of injured workers in 
Missouri are as precarious as ever, and that 
insurance companies have forced unfair settle- 
ments on victims of industrial accidents. 
Richardson said that the records of the Mis- 
souri commission do not support Wood’s charges. 

Richardson’s statement follows: 

“In reply to the editorials of the metropolitan 
press, in which one of them stated that R. T. 
Wood alleged that the rights of injured work- 
ers are as precarious as ever, I beg to advise 
that our records do not substantiate this state- 
ment. 

“In regard to employees as a rule being com- 
pelled to seek the assistance of lawyers to 
secure their legal rights, when requested we 
advise that it is very necessary for them to 
employ an attorney in cases that are appealed 
from the commission to the courts, and in 
some cases before the commission, and in a 
very large majority of cases they need not 
employ an attorney. 

“In regard to the Springfield case, our acci- 
dent No. C-66142, employee, Floyd Cochrauie; 
employer, Springfield Traction Company, in- 
surer, self; date of accident, October 1, 1928. 
On May 6, 1929, received employee’s claim 
for compensation, and June 18, 1929, claim 

.was heard by Commissioner James, and em- 
ployee was not represented by an attorney. 

“Mr. James made a temporary award, allow- 
ing necessary medical and temporary disability 
from October 1, 1928, and thereafter so long 
as such disability continued, but not to exceed 
400 weeks. 

“On July 30, 1929, employer filed application 
for review. On August 2, 
1929, employee filed request for submission on 
review, stating he would like for us to con- 
sider an award in a lump sum. 

“The case was reset before Commissioner 
Shaw on September 17, 1929, and on this date 
the employee and attorney for the employer 
agreed to settle the case for 100 weeks, but 
Commissicner Shaw refused to approve the 
above settlement and rated the loss at 108 


No reason stated. 


Casualty, Surety, Etc. 


weeks for the eye and 71 weeks for the left 
arm, making a total of 179, or $3,580, and 
enabling the employer to pay the balance of 
$2,658.57 in a lump sum without commutation 
which they did on September 18, 1929. 

“It is the policy of the commission not to 
approve a settlement unless same is in accord 
with the act. 

“The first part of this year, the commission 
was about six to eight months behind with their 
hearings due to the shortage of help, but the 
Legislature gave us help, and we are now 
setting claims filed up to and including October 
16, 1929, to be heard the week of November 
25, 1929, and by the first of January, 1930, 
we expect to be in a position to hear a claim 
within three weeks after it is filed. 

“It is my opinion some few of the insurance 
companies took advantage of this situation and 
contested cases which should not have been 
contested, and in some cases after they have 
been appealed to the Circuit Court from our 
decisions, they have offered a settlement for 
less than our award; also they have appealed 
from the commission to the Circuit Court 
and refused to perfect the appeal and as the 
court cannot pass on the case until the appeal 
is perfected, the case merely hangs there, as 
it is then out of our jurisdiction.” 

The executive committee of the Missouri 
Federation of Labor and other labor leaders 
will meet in St. Louis on November 11 to 
consider launching an active campaign for a 
referendum election in November, 1930, on 
the question of State fund insurance. 

The principal objection of labor to the exist- 
ing condition is the broad interpretations of 
certain provisions of the compensation act which 
enable insurance companies and _ self-insurers 
to enter upon dilatory tactics to delay settle- 
ments and thus put the injured workmen into 
a position where he must accept less than he 
is entitled to under the law. 


Hoosier Casualty Loses It 
Tax Case With Indiana 


Carrier Fails to Gain Review 
by Supreme Court in 
1921 Controversy 

Word has been received in Indianapolis that 
the Hoosier Casualty Company of Indiana has 
failed to gain a review by the United States 
Supreme Court in the controversy with the 
Commissioner of Internal Revenue over a tax 
of $35,426 assessed for 1921. The controversy 
arose when the Hoosier Casualty Company, a 
stock insurance company, was organized to take 
over the business of a mutual insurance com- 
pany of the same name and the United Auto 
Insurancg Association, a reciprocal association. 

Among the assets of the old Hoosier Casualty 
Company turned over to the new company of 
the same name was $105,959 and _ securities. 
The Commissioner of Internal Revenue con- 
tended this money was part of the gross in- 
come of the new company and levied the tax 
on it. The company contended the money was 
part of a contract of sale and purchase. 





Hartford Indemnity Ordered to Pay 
Defaulters Fine 

FRANKForT, Ky., Nov. 12.—The State In- 
surance Department has been notified that Judge 
James H. Wilkerson of Chicago, IIl., has com- 
pelled the Hartford Accident and Indemnity 
Company to pay a fine of $10,000 assessed 
against Charles R. Forbes, former head of the 
United States Veterans’ Bureau, who was 
convicted of defrauding the government during 
the Harding Administration. The company was 
on Forbes indemnity bond, and was obligated 
to pay the fine that Forbes could not pay. 


To Enter Alabama 
BIRMINGHAM, ALA., Noy. 9.—The Fort Dear- 
born Insurance Company of Chicago has been 
licensed to do business in Alabama and is soon 
to appoint a general agent for the State who 
wishes to specialize in automobile insurance. 





FOR 
FRIENDLY 
SERVICE ” 


Prompt Co-Operation 


The Central Surety is in an 
ideal location to render 
maximum “Friendly Service.” 
Situated in the “Heart of 
America” it gives 24 hour 
service to all of the 43 states 
in which it operates. Over 
3,000 Centralizers know the 
value of such promptness, in 
rendering “Friendly Service” 
to their clients. 
PROMPT CO-OPERATION 
is assured when you “Cen- 
tralize, for Friendly Service.” 
Writing 
Casualty and Surety 
Business 


In Forty-three States 


CAPITAL, $1,000,000.00 
SURPLUS Over $1,250,000 
RESOURCES Over $4,100,000 


CENTRAL SURETY 
A SURANCE 
CORPORATION. 


MISSOURI 


ig 


KANSAS CITY, 


DENNIS HUDSON 
Vice-President 
Agency Manager 


FRED W. FLEMING 
President 


THE SPECTATOR 
November 14, 1929 












% 
bas 
€ 
ba 
By 
Bit, 


a4 


spat 
pees 


Dieu Doinebeee Sie nar 


ae 


La rel ae al RRC E  ee 


as 
e, 
Be 
24 











( 


frot 
reat 
whi 
pre: 
mer 
orig 
tion 
192' 
agr 
ticiy 
eigl 
3 
can 
dea 
bro 
reat 
pris 
att 
Wn 
just 
of 
pri 
sur) 
the: 


the 
sho 
mal 
exc 
F 
boa 
attc 
sior 
at 
tori 
may 
tecl 
ener 
asi! 
trat 
disp 
I ar 
atto 
sucl 
was 
enti 


Tu 
No 











' pea sian Te cna aan 








National Bureau’s Arbitration 
Board Progressing Rapidly 
Participating Companies Find Haven of Refuge 


from Congested Municipal Courts in 
Judicial Department 


reau of Casualty and Surety Under- 
writers have found a haven of refuge 
from congested municipal courts in the Bu- 
reau’s Board of Arbitration, organization of 
which was begun early in 1927. Although the 
present committee or board, composed of five 
members and a secretary, all of whom were the 
originators and prime movers in its organiza- 
tion, first began actual operations March 21, 
1929, when twenty-one companies signed the 
agreement for arbitration, the number of par- 
ticipating carriers has in the short span of 
eight months, increased to twenty-eight. 
Conducted with all the dignity of our Ameri- 
can courts of law, the arbitration committee has 
dealt justice in approximately seventy-nine cases 
brought before it, with perhaps a far more 
reaching effect and results. While it is not sur- 
prising that this group of five eminent insurance 
attorneys, directed under the chairmanship of 
Wm. A. Butler, can determine these cases with 
justice and wisdom far surpassing the judgment 
of juries composed of tinsmiths, merchants, 
printers, and musicians, it is interesting and 
surprising to follow the results obtained in 
these cases to a conclusion. 


C OMPANY members of the National Bu- 


Eliminates Expenses 

Not only do participating companies receive 
the benefits of the board’s vast store of insur- 
ance law knowledge and the speedy settlement 
of cases which, in most instances taken into a 
civil court would result in months of litigation, 
but the companies effect the saving which in the 
aggregate often amounts to tremendous sums. 
Court costs are eliminated, the expense of se- 
curing witnesses and other expenses before a 
case is finally brought to trial, is dispensed with 
as is the expense incidental to the preparing of 
the case for a court of law. Experience has 
shown that in many instances the expense of 
making a recovery in a subrogation matter has 
exceeded the amount recovered. 

Perhaps the most outstanding attribute of the 
board can best be told in the language of an 
attorney who defended a case before its last ses- 
sion, held in the offices of the National Bureau 
at 1 Park avenue, New York City. The at- 
torney was well aware of the fact that his case 
may have been torn down one or two minor 
technicalities of law and for this reason he op- 
ened his case with this statement: “Gentlemen, 
as I understand it this court or board of arbi- 
tration has been organized to deal in justice and 
dispense with technicalities, and for this reason 
I am bringing the case for you to decide.” The 
attorney was assured by Chairman Butler that 
such was the situation and although the case 
was finally decided against the attorney, he was 
entirely satisfied, and if I may use the word in 
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its broader sense, pleased with the decision. 

Although the board operates without the usual 
red tape and technical barriers found in the 
regular courts it is guided by reported court de- 
cisions and often resorts to holdings of other 
arbitrary bodies. 

The work of the board takes in the trial 
of cases which would ordinarily be tried in the 
municipal courts and only those where an agree- 
ment cannot be affected between the two com- 
panies in a case of subrogation and also other 
matters which member companies agree to sub- 
mit for a decision. The arbitration proceedings 
are regulated pursuant to the arbitration laws 
of the State of New York. 


Better Relationships 

The board makes for better relationships be- 
tween subscribing companies in respects to all 
matters of subrogation, and aside from affording 
relief to the courts, constantly improves claim 
service. Subscribing companies bind themselves 
to arbitration as respects all collision subroga- 
tion claims involving amounts up to one thou- 
sand dollars, all claims against an assured 
wherein policies of two or more companies may 
be involved, and there is a question as to which 
company shall undertake the immediate defense 
of such cases. This is done to see to it that an 
assured, having proper coverage shall get im- 
mediate service and not be sent back and forth 
from one carrier to another. The decision of 
the board is final. 

In the hands of Herbert W. L. Hargrave, 
secretary to the committee, rests the task of 
digesting every case before it is heard. Mr. 
Hargrave also files a brief statement of the 
facts and claims together with the amounts in- 
volved in every case. With this data com- 
pleted, Mr. Hargrave notifies the opposing party 
of the claim with the request that a brief state- 
ment of his contention be filed within fifteen 
days. The case is then placed upon the calendar 
of the committee and both parties are notified 
of the date for hearing. As provided in the 
constitution of the organization the secretary 
to the board is manager to the claim depart- 
ment of The National Bureau of Casualty and 
Surety Underwriters. Since the board began 
operations the total of five hearings have been 
held and with such success that a great number 
of companies who have not as yet either re- 
jected or accepted membership in the body, with- 
out first having seen it operate, are almost cer- 
tain to enroll soon. 

The success of a project of this kind is wholly 
dependent upon the degree of cooperation mani- 
fested by member companies, and the excep- 
tional results thus far achieved are primarily 
due to the faith and spirit of fairness exhibited 
by all the members. 
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SECRETARY OF THE BOARD 





Herbert W. L. Hargrave 


In St. Louis, Missouri, plans are now under- 
way for the organization of an arbitration com- 
mittee similar to the New York group. 

Members of the committee, who through 
their gratuitous, unselfish and untiring efforts no 
small measure of the committee’s remarkable 
success belongs are: William A. Earl, General 
Attorney of The Hartford Accident Indemnity 
Company; Raymond A. Caverly, General Coun- 
cil of The Globe Insurance Company; C. P. 
Reid, Manager of the Liability Claim Depart- 
ment of The Travelers Insurance Company; 
Frederick C. S. Knowles, Manager of the Claim 
Department of The Standard Accident Insur- 
ance Company, and Chairman Butler, who is 
general counsel for the United States Casualty 
Company. They will rotate each year and 
members will be elected annually. 


Aetna Companies Open Branch 

The Etna Life Insurance Co. and its Affilli- 
ated Companies have announced the opening on 
Tuesday, November 12, of their new Westches- 
ter County Branch Office at 30 South Broadway, 
Yonkers. This office will be maintained to care 
primarily for the interests of insurance men lo- 
cated in Westchester County, the A£tna’s busi- 
ness having grown to such an extent in this 
territory as to warrant a local service unit. All 
lines of insurance written by the A<tna Life 
Insurance Co. and its Affiliated Companies, The 
7Eetna Casualty & Surety Co., The Automobile 
Insurance Co. and The Standard Fire Insurance 
Co., will be handled at this office. A staff of 
production men will aid brokers and agents in 
the production and retention of their business; a 
fully equipped claim division together with rep- 
resentatives of the Safety Engineering and In- 
spection, and the Payroll Audit Divisions will 
make their headquarters at the new office. 

Mr. H. J. Muller has been placed in charge 
of Life and Group lines as manager of that 
department, and Mr. J. F. McAuliffe has been 
placed in charge of the Casualty, Bonding and 
Inland Marine lines as acting manager. 


Casualty, Surety, Etc. 
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AMERICAN RE-INSURANCE CO. 


67 Wall Street, New York City 


a ole i aii. «Al $6,126,055.17 
Capital and Surplus ............... 2,341,106.71 

} VOLUNTARY CATASTROPHE RE- 
hires Wagar net win a 500,000.00 
| NE oii kccucniiie’anion sie 4 3,284,948.46 








RE-INSURANCE ONLY -:- Casualty Lines 





Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 


FINANCIALLY STRONG, CONSERVATIVE, LIBERAL CONTRACTS 
Correspondence Invited 






































Eighteen Million Plus 
on the Lives of Policy 
Holders 


January 1, 1929, to July 31, 1929, 


inclusive 


Percentage of Total New 
Life Insurance - - 25 


Total Number Applica- 
tions on Lives of 
Policyholders - - - 3,427 


Total New Life Insurance 
on Policyholders $18,208,394 


a > B 


BANKERS LIFE COMPANY 


The Onward March Company 
GERARD S. NOLLEN, President 


Des Moines lowa 


Just Reinsurance 


—That’s All 
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TOPS SEO ROSA 


CHICAGO 


HS) PREPS CORALS ORRIN HRT ROOOS ASR RB ALAA DANAE FAY iy 





ieReimsurance Life 
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| New York UNDERWRITERS 
INSURANCE COMPANY 


CAPITAL $2.000.000. 


A. & J. H. STODDART, General Agents 


| 100 William Street - - - - New York City 





FIRE - AUTOMOBILE - WINDSTORM 
BUSINESS INTERRUPTION INDEMNITY 



































Pan-American Service Includes 


Educational Course 

Individual Sales Planning 

Aid in Organization and Business Building 
Unexcelled Life Policies 

Group Insurance 


We have a few General Agency openings for men not 
presertly attached. 


Address 


E. G. Simmons, Vice-President and General Manager 


Pan-American Life Insurance Co. 
NEW ORLEANS, U. S. A. 
Crawford H. Ellis, President 
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Industrial Accidents Climb in 
Ontario, Canada 





Over $800,000 More Paid in Ten 
Months Than Last in Province 
of Ontario 

The total benefits awarded under the Work- 
men’s Compensation Act of Ontario during 
the ten months ended October 31, amounted to 
$6,639,422, compared with $5,822,959 during 
the corresponding period of 1928. 

The average daily number of accidents re- 
ported during the first ten months of 1929 was 
242, and the average amount of benefits awarded 
daily was $21,768. 

During October there were 8,057 accidents 
reported to the Workmen’s Compensation Board, 
44 of these being fatal. This is a decrease 
of 221 from the number during October a 
year ago, but an increase of 819 over the month 
of September this year. 

The benefits awarded during October 
amounted to $735,736, of which $602,814 was 
for compensation and $132,922 for medical aid. 
This compares with $707,471 benefits awarded 
during October a year ago. 

The total benefits awarded from the com- 
mencement of the Act to October 31, 1929, 
amounted to $77,107,720. Total accidents re- 
ported during the same period numbered 793,124. 


Conway to Make Report 
(Concluded from page 37) 


total income $759,249,940 was from premiums 
as follows: 





Workmen’s compensation ............... $193,064,270 
POM MNIN cia deities cere wele ated ceww eles 180,181,761 
Fidelity aid. 08660 6 o-ie:6ss-eeeaces : 93,768,722 
Accident and health ............ -- 85,706,973 
Auto property damage. ....sicvercccecce 72,217,447 
Liability other that Bute .....6.ccccccccces 63,064,753 
PUrgiary (GUA AROSE aces cgaecenneenaenwes 34,516,520 
PEATE Sy cl Raaie as Ka Welk lo we Kare MR a wees 12,980,267 
BOUNCY ARG MAGMIGEEY «.< o.6.<.0:o 60:6 0:60:60. 900-8 11,787,101 
Damage and collision other than auto.... 2,499,911 
Credit and all other classes... ccccccess 9,462,235 


The total disbursements for 1928 were $740,- 
408,714, of which amount $336,898,050 was for 
losses and $64,318.705 for investigation and 
adjustment of claims. 

The total premiums received by these com- 
panies in New York State were $214,469,250; 
total loss claims paid in New York, $89,227,150. 

This class of insurance companies made a 
net gain from underwriting during 1928 of 
$17,760,721, as against a gain of $3,397,516 
during 1927, and a total net gain in surplus 
of $60,890,672, as against $47,345,640 during 
the previous year. 

The present volume includes, also, reports 
of 46 title and mortgage guaranty companies 
with assets of $307,164,694; liabilities, $89,205.- 
129; income, $72,526,231; disbursements, 
$47,681,600. Nine new companies are included 
in these figures. 

An appendix to this volume contains the 1929 
amendments to the insurance law, and Court of 
Appeals decisions on insurance cases and in- 
surance department reports on examination of 
insurance companies for the year ended July 1, 
1929, 
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Michigan Surety Claims Mount 
in Stock Market Panic 





Collapse Seen as Indirect Result of 
Severe Losses Suffered by 
Carriers 

Lansinc, Micu., Nov. 4.—Insurance ob- 
servers here see a probability that the surety 
companies will encounter some severe losses 
as the indirect result of the recent stock market 
collapse. 

Trusted employees handling funds in large 
amounts in numerous cases, it is believed, were 
unable to resist the temptation to attempt to 
bolster their shrinking margins with other 
people’s money with the result that the surety 
companies will be required to make good on 
their bonds. 

Such a situation seems to have arisen in 
Flint where executives of the Union Industrial 
bank announced that a shortage of $800,000 
was discovered attributable to the admitted 
speculations of some five junior officers of the 
institution. Charles S. Mott, chairman of the 
board and multi-millionaire vice-president of 
General Motors Corporation, pledged his for- 
tune to protect the bank’s interests and it was 
announced that the losses would be covered 
through bond protection. Insurance men, how- 
ever, are somewhat doubtful if the latter report 
is not exaggerated as they question whether 
bonds aggregating so large an amount were 
carried on the men in question. 

Probably another such case was disclosed at 
Flint, when Bunnell G. Bowles, Genesee county 
treasurer, was placed under arrest on an em- 
bezzlement charge after an investigation of his 
books was made by State auditors and county 
officials. The amount of the discrepancy in 
his accounts was not disclosed. A grand jury 
investigation has been ordered of this situation. 


Veterans’ Bureau in St. Louis 
A regional office of the United Veterans 
Bureau for the administration of veterans in- 
surance will be located in St. Louis, Mo., ac- 
cording to an announcement by the bureau’s 
headquarters in Washington. 











INTER-STATE BUSINESS MEN’S 
ACCIDENT ASSOCIATION 
Brown Bldg. 


Des Moines, Iowa 


Open Territory in 34 States 
Up-to-Date Policy Forms 
Liberal Commissions 
Carry an Accident Line with the 


oldest Accident and Health Com- 
pany of its kind in America. 


Gentlemen: 
Please send me details of your proposition 
te agents. 
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U. S. F. & G. Appoints 

BattimoreE, Nov. 4.—The United States 
Fidelity and Guaranty Company announces the 
appointment of Philip F. Lee as manager of 
the Detroit branch office, succeeding William 
H. McBryan, recently made resident vice-pres- 
ident and a director of the company. Edwin 
K. Sisk, assistant manager, resigned. 

Mr. Lee is well known in middle west in- 
surance circles having been associate field 
director for a number of years and was re- 
cently attached to the agency and development 
department at the home office. 
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NATIONAL 
CASUALTY 











ARE YOU MAKING PROGRESS? 


If not would you like to know why 
NATIONAL CASUALTY Salesmen forge 
— continually? A post card inquiry will 
0. 

We have a complete line of Commercial, 
Industrial, Group and Deferred Payment Ac- 
cident and Health policies. A connection with 
this company may be the turning point in 
your life. 


NATIONAL CASUALTY CO. 
Detroit, Mich. 
W. G. CURTIS, Pres. 

















SOUTHERN SURETY 
CO. OF NEW YORK 


General Offices 
9th & OLIVE STS. ST.LOUIS, MO. 


Admitted Assets 


-$11,500,000.00 


We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Automobile and Burglary 
Insurance. 














Let the Southern Serve You 








Casualty, Surety, Etc. 
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3,000 Auto Deaths in One 
Month Set Record 


Largest Toll of Motor Fatalities 
Established in September 
Statistics Show 


New York State Leads Others 


Present Trend Indicates That 1928 
Record of 27,500 Will Be Ex- 
ceeded During This Year 








Hartrorp, Conn., Nov. 11.—For the first 
time in the history of the United States ap- 
proximately 3,000 persons have been killed in 
automobile accidents in one month in_ this 
country. This occurred in September, according 
to reports from State auhorities as tabulated 
by the Travelers Insurance Company. 

During the first nine months of the year the 
State reports show that at least 21,000 persons 
have been killed in motor vehicle accidents, 
which record exceeds the total for the corres- 
ponding period of last year. 

Fewer persons were killed in February than 
in any other month during the first three- 
quarters of the year, and since that time there 
has been a steady increase in the number of 
persons killed in automobile accidents, the toll 
in September exceeding that of February by 
almost 100 per cent. 

The trend in the motor vehicle accident toll 
for the first nine months indicates that the 
record of fatalities for this year, when final 
reports including the number of persons killed 
in collision of automobiles with trains, street 
cars and other heavier vehicles are tabulated, 
will exceed considerably the toll of 27,500 in 
1928. 


Compensation Loss Ratio for 
Missouri Lowered 





Policy Year 1927 Shows Increase 
Almost Double Losses of 
$4,795,006 

Statistics compiled by the Associated Indus- 
tries of Missouri for the policy year 1927 
showed that the total premiums collected for 
*compensation insurance in the State was 
$8,116,562 and losses $4.793,006. The loss ratio 
was but slightly less than expected under the 
existing schedules. 

The proposed new rates which will be dis- 
cussed at the conference on November 5, if 
approved, would become effective on December 
31. There are decidedly more reductions than 
increases in the proposed schedules. The 
changes are based on the experiences of the 
companies operating in Missouri during 1927, 
which was the first full year under the com- 
The voters of the State ratified 

referendum election held in 


pensation act. 
the law at a 
November, 1926. 

The average reduction is 2.4 cents on the 
$100 payroll and will save the employers of 


Casualty, Surety, Etc. 


Missouri approximately $200,000 a year. There 
are more than 30,000 companies employing 
labor affected by the compensation act. Some 
of the employers under the revised schedule 
of rates will get stiff increases because of the 
special hazards in their industries. 


Statistics now available at the Missouri In- 
surance Department show that during 1928 the 
employers of Missouri paid a total of $7,457,- 
399.33 for compensation insurance and of this 
amount $6,085,317.84 was paid to stock com- 
panies, $706,739.37 to mutual insurance organ- 
izations and $667,162.61 to reciprocal exchanges. 
The liability insurance companies paid the State 
in taxes for the support of the Workmen’s 
Compensation Commission $149,148.10. Many 


large employers of Missouri carry their own 
compensation insurance, having convinced the 
State commission of their ability to meet all 
compensaiion claims that may be presented 
by their employees. Like the companies these 
self-insurers are compelled to pay toward the 
support of the commission and their taxes for 
1928 aggregated $41,095.54. 





Agency Incorporated 
LANSING, Micu., Nov. 4.—The Saunders- 
Wilford Company of Grand Rapids and the 
Booth agency of Detroit filed articles of in- 
corporation with the secretary of State during 
the past week including in their powers the 
operation of general insurance agencies. 





























“See what happens as a re- 
sult of improper glazing! 
Without that ‘ALL RISKS’ 
plate glass insurance, my 
shop would have had a | 
loss.””* | 


The “ALL RISKS” plate glass | 
policy originated by this company | 
gives your assureds more coverage | 
than the standard contract at no | 
added cost. It is backed by the 
personalized service of agency- 


minded executives. | 


This 
damage to plate glass by earth- 


innovation policy covers 


| 
quake, explosion, demolition, re- | 
pairs, maintenance and improper 
or incomplete glazing. At present, 
it is only available to certain sec- 
tions, but you may be in a favored | 


territory. 





| “Equitable 


in Practice 


as in Name” 








Casualty and Surety Co. 


| JOHN L. MEE, President 


| | - | 
| 
| EQUITABLE | 
| 
| 


Equitable Casualty & Surety Co., 
2 Lafayette St., 
New York City. 


Dear Mr. Mee: 


I am interested in learning 
more about the ‘‘All Risks Plate 
Glass Policy’’ you have origin- 
ated and about the advantages 
of your company. 


*Mr. John L. Mee, Pres. | 
| 
| 
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Southern Surety Opens An 
Albany Service Bureau 





Farrington Smith Is Appointed 
Manager of Surety In- 
formation Branch 


Will Work With Contractors 








Office to Be Conducted for Concerns 
Furnishing Supplies to New 
York State 





What will probably be one of the most modern 
of information service bureaus operating in the 
surety business was opened at Albany, New 
York, November 1, by the Southern Surety 
Company of New York. Announcement of the 
details were made by Frank T. Gilson, vice- 
president in charge of fidelity and surety under- 
writing and production. The service office will 
be located in Room 309 in the Standard building, 
112 State street. ; 

Farrington Smith, formerly in charge of 
surety information bureaus for the American 
and National Surety Companies has been en- 
gaged to manage the new bureau. The bureau 
will be conducted essentially for contractors and 
concerns that furnish material and_ supplies 
to the State of New York. 


Swith Well Known 


In commenting on the scope of the work, 
Mr. Gilson declared: “If this bureau can be 
of assistance to insurance agents and brokers, 
irrespective of what company they represent 
in the surety field, and no matter in what city 
or State they live, we want them to make 
use of its services. Our efforts shall not in- 
clude any effort at attempt to win over to our 
company any broker or agent, nor any clients 
of brokers or agents, for we firmly believe 
there is worthwhile business for all companies. 
Any success we have in fostering the surety 
business as a whole will redound to the credit 
of the Southern Surety Company in many 
Ways.” 

Farrington Smith, manager of the bureau, 
is known generally to those whose business 
brings them either frequently or occasionally 
to Albany. on contract matters. He opened 
a service bureau for the American Surety 
Company in Albany nine years ago, and re- 
cently has conducted a somewhat similar de- 
partment for the National Surety Company. 
Prior to that he was a branch office manager 
for the Travelers. He was born in Bing- 
hamton, New York, and was graduated from 
the Vermont Military Academy in 1894. 











“The Insurance Man’s Restaurant’’ 


| 
46 GOLD STREET 


Between Fulton and John Streets 
| New York City Phone Beekman 9991 
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National Bureau Appoints a 
Child Safety Expert 


Herbert J. Stack Named as Super- 
visor of Educational Activities 
Present Year 
The National Bureau of Casualty and Surety 
Underwriters, 1 Park avenue, New York city. 
has announced the addition to its staff of 
Herbert J. Stack, Ph.D., as supervisor of child 

safety activities. 

Mr. Stack will, during the present year, be 
engaged in the following three undertakings: 

1.—As supervisor of safety education in the 
city of New York schools he will have charge 
of a safety education demonstration somewhat 
similar to the Bellevue-Yorkville health demon- 
stration. 

2.—He will work in co-operation with the 
Federal Council of Churches on the problem 

f safety into schools of 
religious education. 


of introducing work 
3.—He will give a course in safety education 
threughout the vear at Teachers College, Co- 
lumbia University. 
The National Pureau has recently published 
a thesis by Mr. Stack entitled “Safety Educa- 
tion in the Secondary Schools.” 


Education Biggest Factor in 
Accident Prevention 





Building Trades Employers Inform 
Construction Industry of the 
Dangers of Carelessness 

Realizing that only through a_ strenuous 
and intensive campaign of safety education will 
casualties on new construction work in the 
metropolitan district be minimized, the com- 
mittee on accident prevention of the Building 
Trades Employers’ Association of the City of 
New York, at its meeting this week, authorized 
the issuance of an illustrated bulletin and a 
large poster to urge all elements in the industry 
to safeguard their jobs and to avoid accidents 
caused through carelessness and thoughtlessness, 
according to a statement issued recently by 
William G. Wheeler, executive secretary for 
the committee. Henry W. Lohmann, vice- 
president of James Stewart & Company, Inc., 
and chairman of the group, presided. 

It was brought out at the meeting that the 
legitimate or old line general and sub-con- 
tractors are taking every precaution to guard 
their men on the job against injury. Placards 
and other warning notices have been conspicu- 
ously displayed on bulletin boards and at all 
entrances to platform hoistways. These warn- 
ings have been in many cases printed in more 
than one language. 

Despite these safeguards the only three fatal 
hoist accidents coming to the attention of the 
committee this year indicated that in each 
case the victim came to his death through 
sticking his head into the shaft to ascertain 
where the platform or lift was located. To 
do this they had to disregard warning signs 
and guardrails at the openings of the enclosures 
around the shafts. 
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Casualty Actuarial Society 
To Hold Annual Meet 


Address by President George 
D. Moore and Election Will 
Be Features of Session 








Informal Discussions Listed 





Auto Coverages and Workmen’s 
Compensation Rates to Be 
Aired; Heinrich to Speak 
An address by President George B. Moore 
and the election of officers will be the principal 
features of the annual meeting of the Casualty 
Actuarial Society to be held November 19 
in the Hotel Biltmore, New York City. Mr. 
Moore, who is comptroller of the Standard 
Casualty and Surety Company has not yet 
announced the subject of his paper. Three 
members of the council are to be elected in 

connection with the election of officers. 


The presentation of several new papers and 
the informal discussion of selected topics and 
the discussion of papers presented at the last 
session of the organization will complete the 
program. Speakers have been selected to lead 
the discussion on the following topics: “Should 
There Be a Definite Provision for Profit in 
Workmen’s Compensation Rates?” and “Do 
Automobile Coverages as Now Provided, 
Satisfactorily and Adequately Meet the Require- 
ments of Owners and Operators Under Present 
Day Conditions?” 

Another feature of the program will be the 
address of H. W. Heinrich, assistant super- 
intendent, engineering and inspection division, 
The Travelers Insurance Company, on the sub- 
ject “Relation of Accident Statistics to Indus- 
trial Accident Prevention.” 

A luncheon will be served at 1 P. M. 


Aetna Group Appoints Agents for 
Eastern Oklahoma 

The Aetna Life Insurance Company (accident 
and liability department), Aetna Casualty and 
Surety Company and the Standard Fire In- 
surance Company of Hartford, Conn. (auto- 
mobile department), announce the appointment, 
effective November 1, of the firm of Burnett, 
Williams & West as general agents for Eastern 
Oklahoma. 

The members of the new general agency are 
Arthur C. Burnett, Joseph L. Williams and 
Hiram M. West, all insurance men of long 
experience. Mr. Burnett was for many years 
a member of the firm of Burnett & Gosling, 
general agents for the Aetna in its casualty 
and surety department at San Antonio, Texas, 
which he was highly successful in developing 
into one of the largest casualty and surety 
agencies representing the Aetna anywhere in 
the country. Mr. Burnett has been recognized 
for many years as one of the leading students 
of the insurance business. 
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OF AMERICA 


JAMES GIBBS, President 


Through its reinsurance affiliations the Excess Insurance 


Company of America can supply LICENSED REIN- 
SURANCE for Maximum Capacity Requirements 
for all Casualty and Surety Lines Excess 
and Share 


Executive Offices 


84 William St., New York City 
Telephone: Beekman 0890 
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of America 
60 John Street, New York, N. Y. 
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Broadway at 7Ist Street, N. Y. 


Endicott 5000 


A pleasant, modern, home away from home. 
Accessible to every point in the metropolitan area 
by express subway at our door. 


Finest Food and Cuisine 
All Rooms with Tub and Shower 
$3.50 Single—$5.00 Double, Up 


Wire Collect for Reservation 


Direction 
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The Ranking Ten in Casualty, Surety 
and Miscellaneous Lines 


when 46 companies wrote only 35.8 per cent. 
This indicates that while the number of com- 
panies represented increased by two the volume 
of business written increased by 31 per cent. 


HE accompanying table shows the ten 
leading stock insurance companies in 
the various casualty, surety and mis- 
cellaneous lines, ranked as to written premium 
volume together with their rank in total pre- 
mium volume from the entire list of stock 
casualty, surety and miscellaneous insurance 
companies. 
The last six lines show the percentage which 
the total premium income of the ten leaders 


bears to the total premium income of all stock 
casualty, surety miscellaneous insurance 
companies wrote over 94 per cent of the total 
business written, while in one line the ranking 
ten companies wrote over 75 per cent and in 
all except three the ten leaders wrote over 50 
per cent of the total business written. 

The 48 companies represented among the ten 
leaders wrote over 67 per cent of all business 
written in 1928; an improvement over 1927 


and 


Of the 48 companies listed nine confine their 
business to accident and health, one company 
writes automobile only, one writes steam boiler 
and machinery, while the remaining 37 com- 
panies are multiple line companies. 

















Property 
Liability Damage 
Other Burg. & Coll. Total 
Autec, Than Work. Plate and Steam Eng. & Auto. Auto. Other Premium 
Accident Health A.&H. Lia. Auto. Comp. Fidelity Surety Glass Theft Boiler Mach. P. D. Coll. Than Rank 
Auto. 
Aetna Cas. and Sur., Hartford..... 5 6 7 5 9 10 3 6 12 
Aetna Life, Hartford... .......5.06s: 2 4 2 2 aa 4 
American Auto., St. Louis........ 8 6 24 
American Surety, New York...... 2 +t 21 
Business Men’s Assur., Kansas City. 7 5 37 
Columbia Casualty, New York.... 3 35 
Commercial Casualty, Newark..... 6 19 
Connecticut General, Hartford..... 7 61 
Continental Casualty, Chicago... . 3 2 6 15 
Employers Lia. Assur. Corp., Boston < 4 2 5 5 4 9 5 5 
European General Reins., N. Y.... 10 3 10 10 28 
Federal Life (Acc. Branch) Chicago 5 41 
Fidelity and Casualty, New York.. 9 6 8 8 9 8 4 8 4 6 5 7 
Fidelity & Deposit, Baltimore..... 3 3 7 20 
General Accident, Philadelphia... . 5 10 9 7 8 9 10 
Globe Indemnity, Newark........ 10 6 7 10 9 10 8 8 
Great Northern Life, Milwaukee... 10 80 
Hartford Acc. & Ind., Hartford.... 4 7 6 7 7 9 6 3 5 4 6 
Hartford Steam Boiler, Hartford... 1 1 30 
Independence Indemuity, Phila... . 7 26 
Inter-Ocean Cas. Indianapoli ..... 9 68 
Loadon Guar. & Acc., New York.. 8 23 
Lloyds Casualty New York....... 2 129 
Loyal Protective, Boston.......... 10 85 
Ma s. Bonding & Ins., Boston..... 7 21 
Mass. Protective, Worcester....... 2 25 
Marylan.1 Casualty, Baltimore..... 8 5 5 8 5 8 9 3 4 6 3 3 
Metropolitan Casualty, N. Y...... lu 5 20 
Metropolitan Life, New York...... 4 1 19 
Monarch Accident, Springfield..... 8 65 
National Life & Acc., iNashvilic.... 1 23 
National Surety, New York....... 1 2 1 ll 
New Amsterdam Cas., Baltimore... 1U 16 
New Jersey Fid. & P. C., Newark.. 19 45 
New York Casualty, New York.... 1 54 
New York Indemnity, New York. . 9 27 
North American Accident, Chicago. 5 9 43 
Ocean Accident & Guar.......... 6 2 18 
Pacific Indemnity, Los Angeles... . 2 38 
Pacific Mut. Life, Los Angeles..... 6 8 6 29 
Provident L. & A., Chattanooga... 4 39 
Royal Indemnity, New York...... 7 8 13 
Standard Accident, Detroit........ 8 9 10 9 9 
Travelers Indemnity, Hartford... . 3 2 2 7 1 1 1 17 
Travelers Insurance, Hartford..... 1 3 1 1 1 1 
Union Indemnity, New Orleans... . 4 18 
U. S. Fid. & Guar., Baltimore..... 3 3 3 4 1 6 4 2 7 2 2 
Washington Fid. Nat’l, Chicago... . 3 34 
Zurich Gen’l Acc. & Lia., Chicago. . 9 10 21 
Percentage premiums of ten leaders 
CORTE RANE oa a. oa 15, o:6-0)s: cow sions 38.5 74.3 57.9 46.1 58 .6 60.4 78.7 62.9 41.3 59.1 96 .2 94.7 44.2 50.4 61.0 331 
NR Sse Os ang k ale aba eac kes 36.3 78.2 45.0 47 .6 62.8 58.4 75.3 63.9 47.4 59.0 94.5 94.1 46.1 47.9 62.6 735.8 
BM ooo ek wes savewewe 37.5 73.6 45.2 52.5 60.6 59.8 77.6 67.1 90.3 58.5 99.2 94.0 63.7 54.3 66.4 737.9 
BM ais oso cia Baw arelee ae 30.4 73.1 41.2 50.2 64.6 65.4 79.0 69 .6 4.2 59.5 95.1 92.9 54.7 53.9 65.9 738.2 
RUBE oki tocanaes Pee 29.0 70.5 36.6 50.2 62.0 66.8 79.4 71.9 54.7 59.9 94.8 93.0 54.8 53.2 67.1 739.3 
BOG ec wcllna wees PP Pee 34.5 Geck 53.6 52.6 67.1 67.1 80.5 76.3 57 .6 66.7 96.4 97.8 50.4 56.6 65.8 743.5 


The total accident premium figures includes the health premiums of companies which do not segregate these items. 
panies waich do not segregate their premium volume in the individual lives. 


Files Receivership Petition for 
Peerless Mutual 

Cuicaco, November 12.—Petition for receiv- 
ership against the Peerless Mutual Insurance 
Company of Chicago, an automobile mutual or- 
ganized last year, was filed by the Attorney- 
General of Illinois on Tuesday, when examina- 
tion of the Mutual’s books disclosed a deficit of 
$67,796. Liabilities were found to be $44,207, 
and net admitted assets were $16,412, leaving an 
actual deficit of $27,796, to which was added the 
statutory requirement that the minimum surplus 
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equal five times the largest policy liability, or 
$40,000. The ledger assets included $56,500 of 
real estate and $15,200 of mortgages on real 
estate, but no tangible proof of ownership was 
made and the assets were ruled out by the ex- 
aminers. No securities of tangible value were 
found. The affairs of the Mutual were found 
to be mixed with the Peerless agency, a real 
estate firm owned by one of the organizers, Geo. 
P. Keena. Directors were found to have taken 
$8,984 of the Mutual’s funds, for which no 
valid reason was given, the examination said. 


+ Tne total of all companies includes business of certain com- 


Texas Banks in Merger 


Austin, Tex., November 12.—The title de- 
partment of the National Title and Trust Com- 
pany of San Antonio, has been merged with the 
Union Title and Trust Company, which main- 
tains its main offices in San Antonio, Fort Worth 
and Dallas, and is engaged in a general title 
insurance business. The amended charter has 
been approved and filed with the Texas Insur- 
ance Commission. 
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Springfield Fire and_Marine (new) 


Chas. A. Day & Co., Inc., Boston. ... 175 195 

H. D. Knox & Co., Boston.......... 205 215 
United Life and Accident Ins. Co. 

Chas. A. Day & Co., Inc., Boston... 45 51 

H. D. Knox & Co., Boston.......... 47 50 

HARTFORD STOCKS 

Aetna Casualty and Surety 

Conning & Co., Hartford............ 160 170 
Aetna Fire I isurance Co. 

Conning & Co.. Hartford........... 590 610 
Aetna Life Ins. Co. 

Conning & Co., Hartford............ 95 105 
Automobile Insurance 

Conning & Co., Hartford............ 40 50 
Conn. General Life 

Conning & Co., Hartford............ 2000 2200 
Hartford Fire 

Conning & Co., Hartford............ 750 880 
Hartford Steam Boiler 

Conning & Co., Hartford............ 550 650 
National Fire 

Conning & Co., Hartford............ 70 89 
Phoenix Insurance 

Conning & Co.. Hartford............ 750 850 
Travelers Insurance 

Conning & Co., Hartford............ 1350 1450 


Industrial Insurers 
(Continued from page 3) 


Mr. Craig is one of the few survivors of the 
original group who organized the Conference, 
and who was present at the first meeting held 
here twenty years ago. 


George H. Thigpen, Alabama Superintendent 
of Insurance, who was put down for an ad- 
dress at the first meeting of the present Con- 
ference, could not be here. He was represented 
by his deputy, R. P. Coleman, who made a some- 
what long but very interesting address. 


Mr. Coleman said that the industrial business 
rests on four foundations, or “legs,” as he de- 
nominated them—the risk, the agent, the com- 
pany, and the insurance department. He elabo- 
rated on their relation to each other, paying a 
glowing tribute to the industrial agent as a hard 
worker. Instead of terming the man on the 
debit as an industrial agent, he thinks he should 
be known as the “extraordinary agent.” Ac- 
cording to statistics, the industrial agent has 
produced some thirty billions of the hundred bil- 
lion of ordinary insurance now in force in the 
United States, and Mr. Coleman thinks it is safe 
to assume that fifty per cent of this thirty bil- 
lions, or fifteen billions, is on various endow- 
ment plans. 

He believes that with passing of the next few 
years the industrial agent will write even a 
larger proportion of the ordinary carried by 
Americans, because the industrial agent is 
thrown into closer contact with buyers of ordin- 
ary, and maintains this contact by his weekly 
calls in making collection of premiums. 


He touched on the economic aspects of in- 
dustrial insurance, pointing out that it had re- 
duced poverty, and that in the more than fifty 
years it has been sold to the American public 
pauper burials have constantly diminished. 

A feature of the first session, not announced 
on the formal program was a recitation by the 
small daughter of Mr. Coleman, Rebecca Lou 
Coleman. By unanimous request, this was re- 
peated at the oyster roast this afternoon. 

The piece de resistance of the morning’s pro- 
gram was the address of the Hon. Frank Julian, 
formerly insurance commissioner of Alabama, 
and now president of the Bankers Fire and Ma- 
rine Insurance Company of Birmingham. Mr. 
Julian has a store of jokes and stories which 
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OCTOBER BUSINESS 


The Association of Life Insurance 
Presidents, in a report just released as 
this issue of Tue Specrator goes to 
press, announces tht the new paid-for life 
insurance for the month of October shows 
an increase of 9.1 per cent over the cor- 
responding business paid for in October, 
1928. Also, the Life Presidents’ report 
states that the new paid-for business of 
the first ten months of 1929 shows an in- 
crease of 5.8 per cent over the figures 
for the corresponding period in 1928. 
These figures represent the business of 
44 companies which do 82 per cent of the 
legal reserve life insurance written in the 
United States. 











seems to be inexhaustible, and he has a way of 
telling them which defies the reporter's efforts 
at recapturing. 
ous vein ran, which was not lost on the audi- 
ence. 


3eneath all that he said a seri- 


Speaking of Louis Phillips. editor of the 
American Insurer, Mr. Julian said: 

“T am reminded that this conference owes 
its heing to one of the best friends that insur- 
ance business ever had, or ever will have for 
that matter. In 1909, a movement was started 
by this gentleman, who believed that the future 
of the industrial health and accident business as 
a whole was more important than the success 
of any particular company. He saw the chaotic 
condition of the busines in the South, and with 
that unselfishness, that energy and enthusiasm, 
that is so characteristic, he set about to improve 
the then existing conditions. He conceived the 
idea of hving the initial conference of health 
and accident insurance, and succeeded in bring- 
ing together in September, 1909, twelve execu- 
tives of the industrial accident and_ health 
companies, and from this meeting the confer- 
ence was organized.” 


State Mutual Life Adds Two General 
Agents 

The State Mutual Life Assurance Company 
of Worcester, Mass., announces two appoint- 
ments in the new West Coast territory. John 
H. Carson has been named general agent for 
the company in Seattle, with offices at 1411 
Fourth Avenue building. Mr. Carson became 
a personal producer for the Aetna five years 
ago and was successful in qualifying for the 
company conference based on production, and 
some time ago, was made assistant general 
agent. 

Stuart R. Strong has been appointed general 
agent in Portland, Ore., with offices in Suite 
702, American Bank building. 

With these two appointments, the State 
Mutual is operating four agencies on the West 
Coast. Offices are now established in San 
Francisco and Los Angeles, California, Port- 
land, Oregon and Seattle, Washington. 


Charles T. Root Honored by 
Birthday Luncheon 





Vice-President of the United Publish- 
ers’ Corporation Congratulated by 
Present Directors and Long- 
Time Associates and Busi- 
ness Friends 

Charles T. Root, first president of the United 
Publishers Corporation, was honored on _ his 
eightieth birthday, November 9, with a luncheon 
at the Engineers’ Club, New York, given by 
his fellow directors of the United Publishers’ 
Corporation and attended by business associates 
of two decades ago. A. C. Pearson, chairman 
of the board of the United Publishers’ Corpora- 
tion, presided. 

Mr. Root’s notable career in the publishing 
business began in the early eighteen-seveitties, 
when he opened the New York office of the 
Boston Herald and was marked by more than 
forty years of pioneering and leadership in 
business journalism. As editor and publisher of 
the Dry Goods Economist he brought that jour- 
nal to a place of enviable distinction. After- 
ward. as president of the David Williams Co., 
and still later as the first president of the 
United Publishers’ Corporation, he had a large 
part in formulating the standards on which the 
business press has builded so well in the last 
two decades. 

Mr. Root was characterized as the father of 
trade publishing by C. G. Phillips, a former 
business associate and now mayor of Montclair, 
N. J. Alvin I. Findley, editor of Iron Age, read 
the resolutions of appreciation offered by the 
United Publishers’ Corporation directors. Mr. 
Root responded in a gracious and sparkling 
manner to these tributes. 


Consolidated Indemnity Appoint- 

ments 

James W. Brush, vice-president of the Con- 
solidated Indemnity and Insurance Company, 
New York, has announced the appointment of 
Harris Lawrence Company of Pittsburgh, as 
general agents for Western Pennsylvania. 
This agency has represented the American 
Surety for the past ten years. 

Announcement is also made of the appoint- 
ment of W. Roy Thomas as manager of the 
West Penn office, with headquarters at Pitts- 
burgh. 


Holcombe Speaks at Des Moines 

At the recent luncheon meeting of the Des 
Moines association of Life Underwriters, John 
Marshall Holcombe, Jr., Hartford, Conn., 
general manager of the Life Insurance Sales 
Research Bureau, was a guest speaker. He 
discussed “Prospecting” after luncheon and 
illustrated with a stereopticon the new method 
of visualizing selling methods. 


BirMINGHAM, ALA., Nov. 9.—George H. 
Thigpen, State commissioner of insurance for 
Alabama, announces that the insurance collec- 
tios of his department to date. for the calendar 
year total $1,402,097. 
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Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, Inc. 
Representing 
Fidelity Phenix Fire United States Fire National Fire of 
of New York of New York Hartford 
— of Hart- —— Liberty of ~ Loo 


y Co. 
“7 of New State of Penn. 


I ead Company 
Yor!  * of New of America 
National Union 
Pittsburgh 


BROKERS’ LINES SOLICITED 
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<—————<—<—$—<—<————————————_________, 
Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 
Audits Calculations Consultations 
Examinations aluations 
28 CHURCH STREET NEW YORK 
eee 
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MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 











Actuarial 


Independent Adjuster 





GEORGE B. BUCK 
ACTUARY 


Specializing in Employee's 
Benefit and Pension Funds 


28 SPRUCE ST. NEW YORK 


JNO. A. COPELAND 


Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 




















ERSTON L. MARSHALL 
CONSULTING ACTUARY 
919 Hubbell Building 
DES MOINES, IOWA 

















T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg. 








OKLAHOMA CITY, OKLA. 








WOODWARD, FONDILLER and RYAN 


CONSULTING ACTUARIES 
INSURANCE ACCOUNTANTS 


Harwood E. Ryan 
Richard Fondiller 75 Fulton St. 











Jonathan G. Sharp New York 
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DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 








JAMES H. WASHBURN, F. A. I. A. 
Consulting Actuary 
LIFE INSURANCE — Ordinary, Intermediate, 
Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
420 LEXINGTON AVE. NEW YORK CITY} 
Room 101 Memorial Bldg., Nashville, Tenn. 











HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 


SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


1131 Candler Bidg. ATLANTA, GA. 
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FRANK M. SPEAKMAN 
Consulting Actuary 


Associates 
Fred E. Swartz, C. P. A. 
L. Clayton 
E. P. Higgins 





| THE BOURSE 





1711-1712 Metropolitan Bldg., Torontc, Ont. 





L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


128 North Wells Street, Chicago 


SIDNEY H. PIPE, 
Fellow, Actuarial Society of America, 
Fellow, Amisritah Institute of Actuaries, 
Associate, — Institute of Actuaries. 
MAJOR EB.’ ALLEN, D. o.. 


Associate, “heel Society of America. 


PIPE & ALLEN 


Consulting Actuaries 








PHILADELPHIA | 
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R. M. MESSICK 


Consulting Actuary and Adjuster 
Flatiron Building 
DENVER, COLORADO 








ALEXANDER C. GOOD 


Consulting Actuary 
404 R. A. Long Bldg. 
Tel. No. Harrison 4899 
Kansas City, Mo. 


ADJUSTERS & APPRAISERS 
LIMITED 
Incorporated 1914—Dominion Charter 


Claim Adjusters for Insurance Cempanies 


UNDER ALL POLICIES 


465 St. John St., Montreal 
Telephone Main 3300-2607 


11 Mountain Hill, Quebec City 


HEAD OFFICE: 


BRANCH OFFICE: 








NEW EDITION 


THE COST 
OF DYING 


By WILLIAM T. NASH 


Including the Federal Estate Tax 
' Law of 1926 


This well-known leaflet has been the 
means of closing many ‘“‘hopeless” cases 
for large amounts. Agents attest its 
usefulness. It helps sell big policies. 


THE COST OF DYING 


proves the need for life insurance to 
protect the estates of those of moderate 
means, as well as men of wealth. 
A difficult prospect, after reading 

THE COST OF DYING 


said: ‘‘No agent on earth could sell me life insur- 
ance, but I am going to buy a policy just the 
same”; and he signed up for $75,000. 


USE I[T AND PROSPER! 


Orders tor deaie copies must be prepaid. 


Please remit by money order or bank draft 
ow New York, to avoid exchange charges. 


THE SPECTATOR COMPANY 


CHICAGO YORK 


PUBLICATIONS 


OF 
C. & E. LAYTON 


The undersigned are sole 
agents in the United States for 
the old established publishing 
house of Charles & Edwin Layton 
of London, England, whose long 
list of publications on fire, life, 
marine and other branches of in- 
surance embrace the most valu- 
able and standard treatises on 
these subjects. 

Send Ten Cent Stamp for 

Catalogue 


THE SPECTATOR CO. 
CHICAGO NEW YORK 


— 


THE SPECTATOR 
November 14, 1929 








